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Factories Swamped with Orders 


for Easter Footwear 
And Never Were Shoes More Beautiful 


which had delayed placing or- 

ders for early spring and Eas- 
ter would eventually come around 
to the point when last minute orders 
would swamp the works. The first 
fortnight in. January demonstrated 
clearly that this was the case. Not 
only was a big volume or busienss 
placed in St. Louis Jan. 4, 5 and 6, 
to be followed in Chicago with an 
even greater volume of orders on 
Jan. 7, 8 and 9, but the deluge con- 
tinued and the week of Jan. 11 to 
16 was a busy one in all shoe 
markets. 

The shoe trade enters its spring 
season with confidence in its abil- 
ity to merchandise everything it 
has ordered—and then some. The 
shoe manufacturer is hopeful of be- 
ing able to complete the business 
and make deliveries on approxi- 
mately the dates specified so that 
shoe merchants may capture more 
of the public purse this Easter than 
in any previous season’s business. 

The basis for this optimism lies 
in the fact that shoes have achieved 
a beauty of line, material and color, 
the like of which has never been 
known in footwear. In shoe mak- 
ing every process is being employed 
80 efficiently as to insure welts, Mc- 
Kays, turns and stitchdowns of the 
best quality ever seen in this coun- 


ik was to be expected that a trade 


There are only two flaws in’ the 


picture. The pressure of demand 
for one type of stock in women’s 
footwear—kid leathers—finds the 
tanner short on small desirable 
skins, and he is scouring every mar- 
ket of the world through represen- 
tatives or in person for available 
raw stock. Such a situation makes 
difficult the cutting of material in 
time for the manufacturer to make 
good on deliveries. 


present situation in the kid leather 
field—the relative stocks on hand 
of white and black skins. 


OR example, one manufacturer 

secured 1100 cases of shoes on 
order at St. Louis and Chicago, and 
when he put in his order for 70,000 
ft. of blonde kid stock he was up 
against it. The best that the tan- 
ners could give him was 500 ft. per 
day. He couldn’t have had that 
amount if he had not been a regu- 
lar customer and in good standing 
on the books. 

Such a situation, multiplied many 
times, indicates that substitution of 
other materials, or better still, a di- 
versity of selection—the use of calf 
stock, patent leather, satin and 
suéde—would relieve the acute 
shortage. Furthermore, all skins 
cannot be thrown into colored 
leather. Some are too large in area, 
and others, because of defects, can- 
not be used. 


HE other flaw in the picture is 

the necessity for looking upon 
this high colored stylish footwear 
with a different pair of glasses than 
those of fixed prices. Some of these 
shoes cannot be delivered at prices 
to sell at $5, $6 and $7 and yield a 
normal profit to the merchant. Col- 
ored stock in footwear is a perish- 
able product and warrants a higher 
rate of profit. If the shoe merchant 
automatically increases by $1 his 
price at retail, he will be barely 
covering the situation that has de- 
veloped by the ntaional wide intro- 
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duction of colored stocks after a 
season heavy in blacks. 

When will the shoe industry cure 
itself of selling its product at prices 
which leave it less than a fair 
profit? 

The problem of elevation was 
paramount in Chicago. There were 
not nearly enough elevators to take 
care of a regular sized convention, 
much less an out-sized convention 
like that staged by the N. 8S. R. A. 
in the Windy City. Lobbies are 
gathering places as well as infor- 
mation centers, but seventeen floors 
are like tiers in a bee-hive. Once 
you get to the line you want, then 
the next problem is a little privacy 
—for buying. The problem was 
acute at the Sherman’ Hotel, espe- 
cially as the rooms are very small 
and not connecting, except in cor- 
ner suites. In the Morrison Hotel, 
owing to the fact that the new addi- 


tion was thrown open only in part 
and the elevator system in process 
of being installed, the foresighted 
buyer was he who went to the top 
and walked down. 

Naturally the LaSalle, the Con- 
gress and the Blackstone held the 
lines which wanted a little more se- 
clusion for the merchant to make 
his style selection. 

Probably never before have shoe 
men tried to pile into three days 
and nights so much actual business. 
It was the dominant note of the 
convention. As a style show it was 
good, but as a buying fair it was 
immense. 

Characteristic things can be pic- 
tured in type—who’s who, and all 
that sort of thing, but the busy mer- 
chant was the heart of the conven- 
tion shown to him, and although 
he is interested in the by-chatter 
he wants facts. 





Style Highlights 


OLORED shoes for spring are 
assured. 
* * x 


CALL for one straps over all 

“\. other effects—perhaps dancing 

has brought about the call, for 

pumps were going strong until the 

Charleston jazzed its way across the 
country. 

* * * 
MODERATE men’s shoe busi- 
ness—passably active in colors 

and a surprising interest in black 
shoes. 

* * * 

N children’s shoes colors and 
trick patterns, for the child is 
calling for style in footwear. 

* * 


N staples in all lines less inter- 

est—a significant note for shoe 

store stocks are going into a new | 
cycle. 


T was an optimistic convention 
and sample show—so much so 
that it bordered on the edges of be- 
ing speculative—for price was not 
the outstanding factor. 
* * ca 


RENCH cathedral point em- 
broidery on satin vamps and 
quarters give a millinery touch to 
exquisitely made evening shoes. 
Gold and silver, or soft shades of 
turquoise, gold or gold or silver, or 
copper kid in “patches” intermingle 
effectively in vamp, quarter or 
heel. 
* * * 
EWELED heels, hand-painted 
heels, or appliquéd light leath- 
er designs on heels are noted. On 
a black satin shoe with rhinestone 
trim, two tiny rows of rhinestones 


encircled the base of an 18/8 heel,. 


and two tiny rows at the top of the 
breast of this heel. 


LUNK skin pumps in white and 

dark tan were seen in one of 
the sample rooms. These skins of 
the unborn calf were very cleverly 
cut so as to make the most effective 
patterns. There were some all- 
black slunk skin pumps, with short 
vamps. Heels were about 15/8. 

nm * * 


pes colored kid shoes, in all 
of the new colors of the Tex- 
tile color card, from the faintly 
pinkish tints of the ivory and parch- 
ment to the bois du rose, and gray 
are artistically trimmed with two 
or three shades of gold and silver 
kid. Everywhere in the evening 
shoes there is a glint of bright metal 
to match the rich metallic effects 
in the gowns. 
* * * 


FINE white cloth shoe, with 
white patent leather trim- 
heel, at top and forming a small 
buckle on the little narrow tongue, 
was noted. 
* + 


INY ornamental buckles and 
buttons were seen in place of 
the regulation button at the side of 
the strap shoe. 
* oe * 


OFT pastel shades in doeskin, 

usually with gold or silver trim, 

were featured in the dress shoe line. 
* * * 


ELLINGTON _ boots ___were 

shown in many lines. A white 
kid model had its top trimmed with 
a 3-in. band of black martin fur. It 
is reported that one of Chicago's 
wealthiest women recently pur- 
chased 27 pairs of Wellington boots 
and has been wearing them to 
match her different out-door cos- 
tumes. She has been causing much 
comment, as she passes up and down 
the fashionable promenades of 
“The Windy City.” 
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How Personalized Advertising 
Builds Business Increase 


HAT sort of advertising is 
We most effective in build- 

ing business and profits for 
the shoe merchant? 

A survey of the advertising put 
out by representative shoe mer- 
chants in representative mid-West- 
ern cities reveals the fact that many 
of these merchants find that it is 
good business to personalize their 
advertising. That is, they talk 
direct to the people who read the 
ads. They scatter in frequent 
“You’s” and they apply the pur- 
chase of shoes to specific occasions 
and to specific people. 

Perhaps there will be found to be 
worthwhile ideas and suggestions 
for other shoe merchants in a sur- 
vey of some of the most striking ads 
recently used by mid-Western shoe 
merchants. 

Consider, then, the following ad- 
vertisement used 
recently by Appel- 
doorn’s of Kala- 
mazoo, Mich.: 

“To the Physi- 
cians and Surgeons 
of Kalamazoo: 

“We are calling 
your attention to 
the improved nat- 
ural footform lasts 
used in the con- 
struction of two 
brands of the shoes 
we carry because 
they are correct 
from an ortho- 
pedic standpoint. 

“The busy pro- 
fessional man will 
find he can walk 
his five miles a 
day, climb stairs 
with perfect ease 
and yet have a 
good looking shoe. 

“Scores of busi- 
ness men with foot 
troubles come , to 
us to get a shoe 
that their family 
physician will ap- 
prove, and we are 
pleased to state 


By Frank H. Williams 


these new lasts give absolute com- 
fort and freedom of every bone and 
muscle in the foot. 

“We will cooperate with anyone 
who wishes to get the approval of 
his family physician on a pair or we 
will work with any physician to get 
a special pair for any patient. Mod- 
erately priced, $9 to $10.” 


HAT’S a pretty strongly person- 
alized advertisement, isn’t it? 
Consider, too, the following ad- 
vertisement of the same concern: 
“To the Young Men of Kalamazoo, 
15 to 19 years old: Perhaps you 
haven’t got the jack to pay $10 for 
the Oxfords you like, so we copped 
off this light tan balloon toe and set 
the price at $3.95. Some ‘Hot Dog’ 
for the price, eh?” 
And then consider this advertise- 
ment which was recently used by 


Even the advertising which you do in your windows can be highly 
personalized. This window, for instance, that of one of the I. Miller 
stores in New York City, might very well be described as “an ad- 
vertisement to the woman who expects to go to a party or dance.” 
After all, personalized advertising is nothing more nor less than a 
new and effective way of saying: 


or for occasions, or for seasons.” 


“Sell shoes for specific purposes, 


the same concern: 

“To the dentists of Kalamazoo: 

“Because you were out of town 
yesterday attending the convention 
at Grand Rapids, we repeat this im- 
portant news: 

“Long hours of constant standing 
require shoes that are not only good 
looking, but correctly fitted to allow 
perfect freedom for every muscle 
and bone of the foot. 

“If you have not been getting this 
foot comfort and if your feet are 
tired before 5 p. m., we would like 
the privilege of fitting you correctly. 
You can stand for hours with per- 
fect ease when wearing our correct 
last shoes. We have five new lasts 
in high shoes or oxfords you will 
enjoy wearing. 

“Not necessary to set a date. Just 
drop in as you are passing by.” 

It’s a striking thing about adver- 
tising that just 
about everyone 
reads advertising 
that is addressed 
to specific individu- 
als. Consequently 
such advertising as 
that quoted above 
always gets a 
great deal of at- 
tention from the 
readers of news- 
papers and is al- 
ways a big help to 
the shoe merchant 
that uses it in 
getting more busi- 
ness and in mak- 
ing more money. 

Here, too, are 
some examples of 
other mid-Western 
advertising which 
is strongly person- 
alized through the 
use of “you” and 
in other ways: 

BOSTON SHOE 
SHOP, Fort 
Wayne, Ind.—“Our 
experience enables 
us to give YOU 
the most for your 
money. Men, 


[CONT. ON PAGE 59] 
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Is “Jazz Buying” Best? 
HE dam burst—the flood of orders from retail 
shoe merchants smashed all barriers of care- 
ful selection—the mob of merchants at Chicago 
bought what they could get—(or were promised 
they could get) and paid the price. 

For weeks the RECORDER has sensed the coming 
of this torrent of last-minute orders. On Nov. 28 
we said: 

“The Recorder has always stood for conservative 
buying. Let us now consider what conservative buy- 
ing really means. It means frequent buying on the 
part of retail shoe merchants to create an economic 
and steady flow of materials through the processes of 
manufacture, as well as a continuous flow of new 
shoes in new styles for the public to appreciate and 
purchase. 

“Trade practice has built up artificial barriers. 
Style shows and conventions scheduled for the week 


BOOT AND SHOE RECORDER 





January 16, 1926 


of Jan. 4 to 9, and for an entire trade to dump its 
ordering into that period would jeopardize the possi- 
bilities of production and delivery in time for Easter 
selling. Conventions and style shows are primarily 
for educational purposes and to show merchants how 
to sell profitably plus late selections of footwear— 
but not for buying all spring requirements.” 

The reckless stampeding for shoes—principally 
colored shoes for women was not a phenomenon of 
the last minutes of the Chicago show—it was ap- 
parent from the start. The lobbies and corridors 
of all the hotels in Chicago were crowded in the 
Sherman Hotel without proper bulletin boards, -be- 
wildered the merchants fell into any saleman’s 
hands. It was not a case of knowing what he 
wanted and where to get it—“but where will I get 
shoes.” Nothing else mattered but colored kid foot- 
wear, and caution flew as to construction, material 
and even price. 

The trade will reap what it has sown in the tur- 
bulent days in Chicago. Heads were confused, wits 
muddled by jazz and other things, and buying was 
“hit or miss” according to the luck of the merchant. 
Many an order was taken—presumably in good 
faith—to be completed, contingent on getting the 
desired shades of leather at the right price. The 
majority of orders thus taken must be completed 
with inferior materials, large skins quickly tanned, 
plus rushed construction at the factories—and de- 
livery dates automatically put ahead from two to 
six weeks, the contracted date notwithstanding. 

If the trade wants jazz in its buying it can ex- 
pect to repent at its leisure—there was opportu- 
nity for an entire industry to profit in its Easter 
and early spring business, but will it? Forearmed 
operators, the big fellows who had time for every- 
thing, were active socially and in association work 
—for their business was completed before they 
came to convention. They had insured sufficient 
factory space for their account let the detailing 
of the sizes come where they may. 

Not so the average and smaller merchant who 
wanted a “last look” and a “best buy.” This larger 
majority of merchants “paid for their fun.” There 
will be plenty of shoes for spring, plenty for Easter 
—but will they be the popularity numbers which 
bring profit and volume? 

The unanimity of buying on colored kids, parch- 
ments to rose-tans, particularly blond shades, the 
softer grays, the nifty combinations, the harmonies 
of materials—all emphasizing the fact that a style- 
ful spring is ahead—were known late last October, 
and surely in November and December. No de- 
cidedly new pattern or material lifted its head dur- 
ing the convention. The style trend was remark- 
ably well predicted by the styles conference in 
October. The facts were known away ahead of 
time. 

We live to learn that there is no place better 
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than in the shoe store itself, or in the salesman’s 
sample room in the merchant’s town for buying to 
be properly done. There you get true perspective 
as to the place of the new goods in the store, in 
the needs of the public, and in the important factor 


— its profit to you. 
—EEEEEEEE| 


Co-ordinate Service to Children 


HAT ails the children’s shoe business? 
Why is it that so many retail merchants and 
manufacturers condemn this end of the business 
and pronounce it unprofitable and undesirable? 

Something is wrong. Some one is at fault. 
There is a reason for this unhappy state of affairs. 
Let us see if we can not find it. 

The RECORDER believes, in the first analysis that 
there is a sad lack of courage in the matter. Cour- 
age to make good shoes and to sell them at good 
prices. Courage to stand firm and refuse to be 
stampeded by the demand for cheap stuff. 

There are a few manufacturers, (too few) that 
have had the bravery to stand for high principles 
and excellence in the manufacture of children’s 
shoes. Those who have stood for better things are 
the outstanding factors in the industry. 

There are many retail establishments, (not 
enough) that have made their names known 
around the world for service to humanity in sell- 
ing children’s shoes. 


The outstanding need in 1926 is a co-ordinated 
service in children’s footwear. 


Help Wanted—AIl the Time 


HE RECORDER representative was talking to a 
shoe merchant recently when a young man en- 
tered, came briskly up to the merchant and asked: 
“Need any help?” , 
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help me. I need a man who can use his head as 
well as his arms and feet. I need a man who can 
keep an eye on the front door and see people com- 
ing in without my calling them to his attention. 
I need a man who can help me to watch the stock 
and suggest occasionally that we need certain sizes 
or styles. 

“Yes, my boy, I need help. I need help the worst 
way. I have plenty of clerks. What I need is 
mental help. I need a man who can take some of 
the burden off my back. Someone who is willing 
to shoulder a few of my cares and accept a little of 
my responsibilities. I would like to have a man 
who can make an adjustment, order a special pair, 
correct an error, mollify an angry customer, meet 
people at the door and show them out in a manner 
that will make them friends of the store.” 

The young fellow began to shuffle his feet and 
glance over his shoulder to the exit. Clearly he did 
not like this way of hiring himself out. 

The merchant went on: “I need a man who can 
think all by his lonesome without any help from 
me. I want a man right now who can step out 
here on the floor and represent my interests while 
I go to the bank. I would give a big salary to a 
man who would take as much interest in this store 
as I do. Next week I am going away to the shoe 
conventions. I will be gone for two weeks. I 
would give almost anything to know that this store 
would be conducted while I am away as safely and 
surely as if I were right here on the job. 

“Help? Goodness knows I need help. I don’t 
want any more shoe clerks. I don’t want any more 
time servers who look at the clock every few min- 
utes. I don’t want any more crabs who criticise 
everything I do and offer no helpful advice or sug- 
gestions for betterment. I don’t want any more 
men who think in terms of salary and bonuses, 

P.M.’s and shorter 





The merchant re- 
plied: “You bet I 
do. No man needs 
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hours. I want a 
young man who has 
an ambition to see 
his name alongside 








help more than I 
do. What can you 
do? How can you 
help me?” The 
youngster replied 
that he wanted a job 
selling shoes. “I do 
not know that sell- 
ing shoes would 
help me very much. 
I have plenty of 
shoe sellers. What I 
need is a man who 
can help me run this 
store, who can take 
charge when I am 
out, who can really 








Some of the show rooms at the Chicago Convention resembled 
cafeterias at lunch time, with a long line of customers waiting 
to be served. 





mine on that sign 
out front. I wanta 
young man who has 
an ambition to suc- 
ceed me in this busi- 
ness when I pass 
out. Do you think 
you are the man for 
the job?” 

The youngster 
said he reckoned he 
could not quite fill 
the bill and went 
away quickly. 

That is the way it 
goes. 
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N.5. R. A. Pledges Aid To The 


Smaller Merchants 


This Was the Platform 
of Big Chicago Con- 
vention — New Styles 
Shown Bring Rush of 
Buying 


eS 


JOHN J. BAIRD | 
President Re-elect of N. S. R. A. 


HE fifteenth annual conven- 

tion and style show of the Na- 
tional Shoe Retailers’ Associa- 

tion has passed into history, where 
it occupies an honored place among 
the many splendid conventions that 
this organization has given to the 
shoe world. This convention, held 
at the Hotel Sherman, Chicago, III., 
Jan. 7 to 9, concentrating, as it did, 
on helpfulness to the smaller shoe 
merchants of the country, probably 
will result in more real improve- 
ment to the trade than any of those 
preceding it. This development of 
a program designed especially to 
give the smaller merchant some 
real help was adequately explained 
at the convention. The actual re- 
sult of the development was such 
that the members of the association 
unanimously voted for its continu- 
ance. The attendance at the con- 


e 











Je 


vention broke all previous records. 

The style show, which has come 
to be no unimportant detail of these 
annual gatherings of retail shoe 
merchants, was an exposition of 
real fashion, giving the merchant a 
keen appreciation of the trend of 
fashion and enabling him to place 
his orders accordingly. And he did 
place his orders—in such large 
quantities that deliveries may be 
delayed to some extent as a result 
of the rush of business. 

At the .conclusion of the conven- 
tion, following the election of nine 
new directors, a meeting of the en- 
tire board was held, at which John 
J. Baird, of Columbus, O., who suc- 
cessfully piloted the organization 


through the year 1925, was re- 
elected president of the association. 

Other officers elected were: Al. 
Gude, Los Angeles, Cal., first vice- 
president; Jesse Adler, New York, 
N. Y., second vice-president; J. C. 
Fedler, Jr., Louisville, Ky., third 
vice-president; F. E. Foster, fourth 
vice-president; Martin Murray, 
Wilkes Barre, Pa., secretary-treas- 
urer. 

The election of John J. Baird to 
a second term came as a surprise 
to him, for since Andy McGowin’s 
time the terms in office have been 
limited to one year. President Baird 
in accepting his second term ex- 
pressed great appreciation in that 
he was chosen to guide the N. S. R. 
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AL GUDE 
First Vice-President 


A. through another 12 months of 
its destiny. He stated that he was 
grateful for the honor and that he 
would continue to carry on the poli- 
cies which he had established dur- 
ing his past administration. Those 
who knew, he said, could best judge 
what they could expect from him 
during the coming year and to make 
a success of his administration he 
needed the support and co-opera- 
tion of every member of the N. 8S. 
R. A. 

Among the addresses, those that 
stood out preeminently were made 
by Fred W.: Anderson, the so-called 
“miracle merchant” of Cozad, Neb., 
and S. J. Brouwer of Milwaukee. 
Mr. Anderson, in his own person- 
able manner told how, in a town of 
1,300 inhabitants he has built up 
a retail business volume of $350,000 
a year. Mr.-Anderson’s address is 
treated at some length elsewhere in 
this issue. 

Mr. Brouwer “stopped the show” 
on the closing day of the conven- 
tion with his talk on orthopedic 
lines, foot ills and proper fitting. 
He not only developed the subject 
of ills to the feet resulting from 
improperly fitted shoes, but went 
into a further discussion of a num- 
ber of bodily ailments resulting 
from the same cause. The proper 
fitting of shoes seldom has been 
better treated. 

Concerted action on a number of 
questions was taken through the 
medium of resolutions. One reso- 
lution called for the general adop- 
tion of slogans designed to help 
the entire shoe trade, such as 
“Walk and be Healthy” and “Shoes 
for the Occasion.” Another resolu- 


JESSE ADLER 
Second Vice-President 


tion indorsed the economy program 
of President Coolidge and still an- 
other urged less governmental in- 
terference in the business of the 
country. Still another resolution 
advocated as a merchandising pol- 
icy for the retail shoe merchant, 
more frequent buying, from fewer 
sources and supply and buying on 
the budget plan. More support to 
the association’s styles committee 
was pledged in another resolution. 
The attendance at- the opening 
session of the National Shoe Re- 
tailers Association held in the Sher- 
man; Hotel, Jan. 7, was the largest 
that has ever been present at the 
opening meeting of the association. 
Long before 11 o’clock the hour set 
for President Baird to drop the 
gavel declaring the 15th annual 
convention open delegates had 
filled every seat in the magnificent 
Louis XVI ball room. The throngs 
gathered in the aisles and crowded 
each entrance into the auditorium. 
Every indication was that the mer- 
chants came to this convention with 
a determination to take back with 
them every pertinent idea which 
would be beneficial in building for 
them during 1926, greater profits 
and more efficient merchandising. 
In the gathering were many mer- 
chants, familiar faces to those who 
regularly attend the N. S. R. A. con- 
ventions. Invariably these men are 
among the most successful retail 
shoe merchants in their communi- 
ties. They are believers in organi- 
zation work and have always given 
of their best efforts for the up- 
building of get-together meetings 
where merchant meets merchant 
and idea is exchanged with con- 
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J. C. FEDLER, JR. 
Third Vice-President 


structive thought for the better- 
ment of business and increased 
profits. 

Seated at one end of the rostrum 
was C. Ludebuehl, secretary-treas- 
urer. Next to him Seaton Alex- 
ander, then A. C. McGowin, presi- 
dent emeritus, alongside was Geo. 
M. Spangler, manager, then John J. 
Baird, president. On his left was 
that splendid gentleman and chap- 
lain emeritus, E. D. Gildersleeve 
and on the end D. F. Sullivan. 

When President Baird arose to 
open the convention great applause 
rolled through the hall. The cheer- 
ing mingled with the plaudits for a 
few minutes, then he dropped the 
gavel and said: “I have the pleasure 
and it is an honor, I assure you, to 
call to order at this time the 15th 
annual convention of the National 
Shoe Retailers Association.” 

Dr. Gildersleeve then delivered 
the invocation. 

The Hon. William E. Dever, 
Mayor of Chicago, then welcomed 
the shoe men to metropolis of the 
Middle West. 

Going into the business of the 
convention, President Baird then 
nominated the following commit- 
tees: 

Resolutions Committee: Irving B. 
Howe, Chairman; L. E. Langston, 
M. A. Condon. 

Nominating Committee: H. C. 
McLaughlin, Chairman; N. E. 
Jacobs, Harry E. Fontius, E. N. 
Park, D. F. Sullivan, Harry W. 
Hahn, John G. Buckley. 

Elections Committee: D. F. Sulli- 
van, Chairman; Charles Seidenfeld, 
Reuben Metz, Frank P. Meyer, John 
G. Buckley. 
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The Most Intimate Industry in America—Shoes 


No. 1—The great social event opening the convention Spangler, Christian Ludebuehl, Martin Murray, John 

was a banquet to the National Shoe Travelers’ Associa- J. Baird—all officers. 
H tion, the N. S. R. A., and shoe men nationally, tendered No. 8—Traveler Louis Hart; Will Knight of Port- 
| J by the Chicago Shoe Travelers’ Association. Clarence land, Ore.; Irving B. Howe, Boston; President Charles 
Darrow spoke. W. Evans, National Shoe Travelers’ Association; and 


No. 2—Five of a kind. Seaton Alexander, George M. Mat Condon of Charleston, South Carolina. 
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MARTIN MURRAY 
Secretary-Treasurer 


George M. Spangler, manager of 
the N. 8S. R. A., said: “We have had 
every year an ever-growing demand 
for a program that will relate it- 
self to the shoe retailer in other 
than the metropolitan cities, some- 
thing which those men may take 
home and apply to their businesses 
direct, not something that some 
successful man in New York or 
Chicago may have done. and they 
must modify to meet their own re- 
quirements. 

“So this year your program is 
planned around a series of talks by 
men in constant contact with just 
this type of shoe retailer, and I 
know you will profit from what the 
three major speakers have to say. 

“In addition to that, as you have 
been previously advised, there are 
a number of retailers from almost 
every section of the country who 
have volunteered their services as 
pinch hitters for five minute talks. 

“These men include: George J. 
Bunn, of Salem, Ohio; Paul Craw- 
ford, Lima, Ohio; Fred N. Green- 
wood, Boston, Mass.;. J. H. Mitten- 
thal, Fresno, Cal.; A. E. Felser, 
Washington, D. C.; Fred S. Stuhler, 
Monticello, Iowa; John R. Trimble, 
Calais, Me.; A. D. Barros, St. Croix 
Falls, Wis.; Schuyler Jones, Wichi- 
ta, Kan.; Michel A. Levy, Santa 
Barbara, Cal.; H. H. Minnick, 
Greenville, Ohio; R. E. Cressey, 
Fairbury, Neb.; J. C. Barclay, Mo- 
nongahela, Pa.; Eugene Kepler, 
Peoria, Ill.; Wm. Pidgeon, Jr., 
Rochester, N. Y.; J. W. Rodgers, 
Jr., Bloomington, III.” 

President Baird in his opening 
address said: 

“To advance the just interests of 
retail shoe dealers, in accordance 


F. E. FOSTER 
Fourth Vice-President 


with our constitution, we have this 
year tried more than ever to build 
up a form of cooperation definite in 
its character and acceptable to all 
branches of our industry. We have 
tried to impress on our membership 
as well as on the membership of 
the manufacturers and shoe travel- 
ers that by cooperation we mean 
an honest, earnest effort to give and 
take, an eternal willingness to meet 
the other fellow half-way, and to 
do what we could for the better- 
ment of the industry as a whole.” 

T. K. Kelly, head of the T. K. 
Kelly Sales System of Minneapolis 
and president of a number of banks 
in the Middle West then delivered 
an address on selling and adver- 
tising. 

He said in part: 

“IT am happy to be with you be- 
cause it was approximately 40 
years ago that my first position in 
life was given me by a shoemaker. 

“Have the retail shoe dealers 
made good their resolution which 
they promised their families, their 
friends and themselves, when they 
entered the shoe business? Or have 
you permitted yourself to believe 
in the selection of your vocation 
that other lines of merchandise 
offered greater opportunity and 
that you could expand yourself for 
the betterment of your families, 
your friends and society in general 
if you are marketing other lines of 
merchandise? Have you allowed 
this mistaken fallacy to shackle 
your progress? 

“The biggest opportunity for re- 
tail shoe merchants to succeed in 
1926 is capitalizing upon good ad- 
vertising and good salesmanship. 
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GEORGE M. SPANGLER 
Manager 


We all know people buy for several 
reasons—(1) fear; (2) sentiment; 
(3) pride; (4) economy and profit; 
(5) protection. 

“To successfully market shoes to 
consumers today, a shoeist’s infor- 
mation is one of the greatest influ- 
ences to persuade the prospective 
customer to buy and knowing the 
history of shoemaking, which is a 
very interesting subject, is impor- 
tant for every shoe salesman to 
know in order to impart this knowl- 
edge to the customer. 

“Shoemaking was formerly a 
pure handicraft, but now machin- 
ery effects almost every operation 
in the art. On the factory system 
all human feet are treated alike; in 
the handicraft, the shoemaker deals 
with the individual foot, and he 
should produce a boot which for fit, 
comfort, flexibility and strength 
cannot be approached by the prod- 
uct of machinery. 

“A few of the cardinal points to 
remember in conducting a retail 
store profitably, are— 

“(1) Truth in advertising and 
selling 

“(2) Newspaper advertising 

“(3) Direct-mail advertising 

“(4) Good window dressing and 
displaying the merchandise in your 
windows in accordance with what 
you have advertised in the news- 
papers or through the mail 

“(5) Sufficient stock 

“(6) Individuality in store style 

“(7) Selling on bonus system for 
clerks 

“(8) Training salespeople to sell 
through demonstration 

(9) Outside house-to-house can- 
vassing 





BOOT AND SHOE RECORDER January 16, 1926 


Display Rooms Incomplete Without Beautiful Models 


No. 8—The most beautiful display rooms at the entire found bureaus and beds. Lewis Jacabon of Detroit, Mich. 
convention were those of Laird Schober & Co.—as usual. slept while standing, while Mat Weiner, salesman, found 
Ann Rogers and Ethel Maginn, both shoe women, helped comfort on the floor. 


lete thi tur 
mires toe peters. No. 11—J. C. Boyd, president of Boyd-Welsh Shoe Com- 


No. 9—Edward S. Beck, director of the style show in the . 
es ag explaining the signs carried by the girls. pany, studying the most wonderful heel ever produced, 
No. 10—Believe it not, but in every corridor could be mother of pearl base studded with silver and precious stones. 
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Falls, 675 population. We’d starve 
to death selling shoes exclusively, 
and I daresay thousands of others 
would do the same thing. 

“We turn our shoe stock, how- 
ever, four and a half to five times 
a year. Our volume of general mer- 
chandise business runs from $100,- 
000 to $150,000. We have competi- 
tion; we are not alone. 

“Mr. Kelly gave me an inspira- 
tion. He advised enthusiasm. En- 
thusiasm is the backbone of any 
business. You know that and I 
know that. Without enthusiasm we 
we wouldn’t be in business. I love 
business and after all that’s all 
we’re in business for: To do busi- 
ness. 

“We have competition, as I said 
before. St. Croix Falls is situated 
in Polk County, with a population 
of 675 inhabitants. The county in 
which we are situated is 60 odd 
miles long north and south and 48 
miles wide east and west, with a 
total population of some 20,000 in- 
habitants in the county and there 
are more retail distributors. to 
those 20,000: people than you will 
find in any city of 503000 people. 

“We went. to St.. Croix Falls sev- 
eral years ago with $613, and as I 
said, we do quite a volume of busi- 
ness and most of the business is 
cash. 

“We try to copy the city stores. 
We are great believers in watching 
the other fellow do his work. Mont- 
gomery Ward and Sears & Roebuck 
are our real competitors—the mail 
order houses. You know small 
towns don’t rank high in merchan- 
dising today. 1 made the statement 


5 years ago at the Northwestern 


Shoe Retailers convention, that the 
small towns will not exist inside of 
the next 10 years; and I prophesy 
this today—that unless the small 
town retailer changes his methods 
and gets on the band wagon, he 
will be out of existence in the next 
two years. 

“Today it is necessary to conduct 
a store in a small town by carry- 
ing styles that compete with those 
in the cities; prices that compete 
with the mail order prices and an 
assortment. I probably couldn’t run 
a city store, and have a hard time 
running a small town store. You 
know the problem of distribution, 
style, assortments and leftovers 
and markdowns. 

“We do our business and mer- 
chandise purely and simply on 
courtesy, honesty and price. We 
fight war with war. We use Mont- 
gomery Ward’s advertising man in 
our store; we use Sears & Roe- 


buck’s advertising man in our 
store. We have the services of a 
$100,000 advertising man without 
one penny of cost. 

“You have noted the _ great 
growth of the retail mail order 
houses the last few years. They 





FRED ANDERSON 


“Miracle Merchant.” A whole con- 
vention in himself on Friday 


are getting business. They are an 
essential factor today. They’re do- 
ing business right over our head— 
the chain stores, the good roads we 
have all throughout the United 
States, and the city style—these 
conditions are so that a small town 
retailer has to fall in line. 


“Now I am going to tell you some 


of our practical experiences. I can 
talk only from a practical stand- 
point. For example, we do a lot of 
advertising. We can’t live on repu- 
tation of preceding history, and 
neither can you. This is a day and 
age of business science, I might 
call it. 

“Some of our retail stores in 
small communities are still doing 
business like they did during the 
Civil War. They run an ad in the 
paper and say ‘Come in. We have a 


. olendid line of shoes,’ and they 


expect people to come in and spend 
their money. You can’t do it that 
way. You’ve got to fight war with 
war. If Sears, Roebuck and Mont- 
gomery Ward can sell shoes by mail 
to your customers, use the same 
method that they do. They don’t 
come in personal contact with your 
customers; you do. If you ask them 
for the business, you'll get it. They 
ask by mail, they have nothing in 
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common. Ask for it yourself by 
mail. 

“Here are some of the things we 
do up there: We circularize these 
people. We advertise to these 
people. We have a mailing list of 
5,500 homes in Polk County on the 
addressograph machine. We make 
our personal representatives, our 
sales people, good salesmen for us. 
They are your representatives. You 
are the engineer of the store; your 
people who sell your goods are your 
representatives. 

“We use a bonus system. We 
feed our customers. We give them 
free lunches. We give them music. 
Of course that wouldn’t appiy to 
the city stores. We give it to them 
free; and baby! maybe those farm- 
ers can’t eat! 

“Then we have a premium de- 
partment, too. We invite people to 
come in and save our sales slips, 
the tickets of their purchases, and 
we redeem them. . 

“Those things help us keep up our 
volume. Our volume hasn’t faltered 
$3,000 in the last 3 years one way 
or another, and it’s hard work. But 
that is what it takes to do business, 
folks. 

“I call on a good many people. 
After the holidays we have what we 
call the End of the Year Festival. 
We invite people to come in and 
share the bargains for the last 
three days of the year and do you 
know that Dec. 29, 30 and 81 are 
three of the biggest days we have 
in the year in that little town of 
St.-Croix Falls, Wis? We will take 
in more cash in those 3 days than 
we.do any week before the holidays 
or Christmas time. 

“We call that sale an end of the 
year sale and we clean up all-odds 
and ends and we specifically em- 
phasize dollar day hargains,. Try 
that. 

“I want to mention one more 
thing about the store and then I’m 
through. Be human. You know the 
most of the retail stores today think 
the public does them a favor when 
they come in to buy goods. They 
don’t. We believe the public are 
great compromisers. They come in 
to your store, they have a set idea 
that they want something, but they 
go home with something that they 
didn’t intend to buy. They are 
great compromisers, and if you 
have a kindly word to say to your 
customer, get on a proper footing 
with him, make him feel at home 
and have your sales people make 
him feel at home, you are bound to 
get the business.” 
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Style in Hosiery—Aad Other Things 


No. 12—Models were kept busy because the buyers wanted 

to see the fitting values of shoes. Here we see Miss Elvira 
Fluellgraff amid the choicest Johansen styles. 
' No. 13—Miss Miller from Memphis, a blonde southern 
beauty, illustrated what every smart girl must have in the 
shape of a dozen pairs of hose ranging in color from bois de 
rose to parchment. 


No. 14—J. R. McCollum of the Bond Shoe Company, Jack- 
son, Tehn., finds that the only place for him to talk to sales- 
man Clyde J. Thomason is out in the long corridor where 
the furniture has been evicted from sample rooms. 

No. 15—This is Fred N. Greenwood, president of the Bos- 
ton Retail Shoe Salesmen’s Association, who told the conven- 
tion how Boston merchants and salesmen cooperate. 
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So large had been the attendance 
on Thursday that the Friday meet- 
ing was held in the grand ball room 
of the hotel, where there was seat- 
ing room for many more than could 
be accommodated in the other room. 
The speaker of the day, as adver- 
tised, was Fred W. Anderson of 
Cozad, Neb., a small town, general 
store proprietor, who, in this town 
of 1300, and its environment, has 
built up an enormous business. 
Necessarily, a man who has accom- 
plished this, has a message which 
retail merchants cannot well afford 
to ignore and his address proved 
that he was not averse to telling 
his story for the benefit of those in 
attendance. 

Summarized, here are the points 

he stressed and the “stunts” he em- 
ployed in making his business a 
success: : 
“If I were starting in busi- 
ness today, for a time, at least, 
I would spend 15 per cent of 
my gross sales in advertising. 


“We advertise that we will let any 
organization come into our store and 
hold any kind of a big sale or any- 
thing they want in our store. 

“We allow schoolboys to leave 
their lunches in our shoe department 
on their way to school and they 
then can come into the shoe depart- 
ment and eat during the noon hour. 
Muss? When they go out you would 
never know they had been there. 
We also give these boys basketball 
suits. 

“Keep your windows trimmed 
and hooked up with your adver- 
tising. Take a leading part in 
all local and community affairs. 
Write all your ads as if you 
were talking to folks. 

“Advertise — advertise — ad- 
vertise. Advertising is nothing 
more or less than a long dis- 
tance telephone call with the 
charges reversed. 


“We close our store for a football 
game or a basketball game. We 
have thirty-two people working in 
the store and they walk right out on 
the firing line and try to awaken 
interest in those young people. You 
say that will not pay. It will. It 
does with us. 

“We write letters to school grad- 
uates—one letter about shoes, an- 
other about dresses and another let- 
ter on anything else we want to sell 
them. We write individual letters 
about each item. 


“We give a discount on the 
size of the family. If a woman 
comes in with one child she gets 
2 per cent, another woman 


BOOT AND SHOE RECORDER 


comes in with three children 
and she gets 3 per cent, another 
comes in with four children and 
she gets 4 per cent. So on, up 
to 10 per cent. 


“During the drive of the Ameri- 
can Legion last year we gave 10 per 
cent on all shoe sales and it increased 
our business 25 per cent. Did it 
pay? 

“If you live in a mining com- 
munity. you know that a $5 shoe is 
plenty high enough. Better lose an 
occasional sale than to. carry too 
high priced shoes. The biggest 
sellers in work shoes are from $3.50 
to $4.00. 


S. J. Brouwer of Milwaukee. 
His was a complete convention 
of ideas delivered in masterly 
style with charts and diagrams 


“When ready to get rid of some 
dead stock we pile it all on 18 or 20 
tables. We don’t pretend to fit them. 
We have sold as high as 100 to 120 
pairs in one day by one clerk. I 
defy any man to find more than $100 
to $150 worth of stickers on my 
shelves at any time. I turned my 
shoe stock last year four and three- 
quarter times. 

“We put on style shows—maybe 
only with shoes. We get the co- 
operation of the women’s wear deal- 
er or the men’s wear and it costs us 
nothing for the clothes for the mod- 
els. One time, when we figured the 
local theater wasn’t big enough we 
got permission to hold it in the 
street, building a platform right in 


the middle. We go out on one side. 


of town and get a woman to model. 
Then we go to another side of 
town and get another woman. It 
pays to spread them around as we 
get advertising through ‘these 
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women and get people in from all 
sides of town and far out into the 
country. 

“Sometimes we advertise that if 
a kiddy comes in and buys a pair 
of shoes we will give him or her 
matinee tickets for the family. If 
a baby is born we send a pair of 
shoes with our compliments. If a 
couple is married, we send them 
compliments. If a new family moves 
into the community we send them a 
letter of welcome. 


“Do you know what we do 
when house to house sellers of 
shoes come into our town. We 
get out a bulletin on shoes and 
get boys to scatter these bulle- 
tins all over town. These bulle- 
tins tell how shoes are made, 
what they are worth. We tell 
them we are selling reputable 
shoes and to beware of the 
peddler. 


“If a woman comes into the store 
with two or three children and sets 
them up on the counter on a nice 
new piece of goods and spoils the 
silk, we don’t grouch about it. We 
say, ‘Set them all up there.’ If a 
woman comes in and she has bought 
a pair of shoes for her children and 
they have not proved satisfactory, 
we simply give her another pair. 

“I want to tell you, folks, the 
great thing to do is to sell service. 
I don’t care what kind of business 
you are in, unless you are selling 
your service you are not getting any- 
where, because competition is so 
keen that people don’t have to care 
where they buy. 

“Did you ever try inviting all the 
children in to guess how many beans 
there are in a jar and then giving 
a pair of shoes to the one guessing 
nearest the real number?” 

Mr. Anderson was followed by 
F. N. Greenwood of Boston who 
described what the Boston Retail 
Shoe Salesmen’s Association is do- 
ing to educate its members. In part 
he said: : 

“You meet the customers of your 
stores through your salespeople. 
They are your’ representatives. 
They are YOU to the people. If 
there is to be improvement in their 
service, it must be had through the 
individual Salesman. It is difficult, 
almost impossible, to accomplish 
this by working with individuals, 
time doesn’t permit that. But it is 
neither difficult nor doubtful if it is 
done in a group. That is what we 
have been doing in Boston for 12 
years. 
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The Great Feature of This Convention Was 


No. 16—A little family party from Milwaukee and they’re 
bright shoe people inde os. P. Wnentkowski, Miss Mabel 
Wnentkowski, Max Wnentkowski and Jos. Wnentkowski, Jr. 

No. 17—The Southwest meets the Southeast in the per- 
sons of these two aggressive shoe men, both directors—Lee 
L. Langston of Fort Worth and Mat Condon of Charleston. 

No. 18—Promenading the corridors in mountain climbing 
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That Folks Met Folks 

rig were Gertrude Lynees and Louise Benning of Fond du 
Lac, featuring a home town product—Jiffy boots for hiking 
and skating. 

No. 19—Wellington boots and Russian boots have had an 
international place in the news of the day. Geo. Rosenfield, 
president of the Cornell Shoe Company, is showing L. M. 
Livingston high art in shoe making. 
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“As improvement of store ser- 
vice is our great object, we recog- 
nize that this can be accomplished 
only through education. So every- 
thing that we do hangs on that 
theory. Together we have in these 
12 years studied our problems of 
salesmanship. Trade leaders in all 
lines have appeared before us as 
experts to explain leathers, mate- 
rials, shoemaking and everything 
that a shoe salesman needs to know 
about the product that he handles. 

“Why cannot a national associa- 
tion of retail shoe sales people be 
formed with the same purposes and 
objects and along the same general 
lines as the successful Boston Re- 
tail Shoe Salesmen’s Association? 
Such an organization should be fos- 
tered by the merchants; they should 
be a part of it just as the Boston 
merchants are. This can be done 
and will serve to strengthen the 
weakest element in the whole 
scheme of retail shoe store conduct, 


BOOT AND SHOE RECORDER 


the personal service of salesmen to 
the people. 

“Might I presume to offer one 
suggestion to or rather to make one 
request of the National Shoe Re- 
tailers’ Association? It is this: 
Will you appoint a committee to 
consider the feasibility of forming 
a National Association of Retail 
Shoe Salesmen under the advice 
and with the counsel and coopera- 
tion of the N. 8S. R. A.? © 

“Finally, please let me say that it 
will afford the Boston Retail Shoe 
Salesmen’s Association a great deal 
of pleasure to cooperate with mer- 
chants and sales people in any cities 
in the country with the object of 
forming local associations of this 
character. We will gladly provide 
all the information in our power on 
ways and means and methods based 
on our 12 years of successful or- 
ganization.” 

The day’s session ended with a 
characteristically happy address by 


51 


A. C. McGowin, president emeritus. 

The final session of the N. S. R. A. 
Convention was held in the Grand 
Ballroom with the attendance some 
lessened due to the fact that many 
delegates had to get back to their 
business where they will cash in on 
the-ideas as expressed in the meet- 
ings by the speakers who addressed 
them. 

President Baird immediately intro- 
duced S. J. Brouwer of Milwaukee, 
famous for his intelligent selling and 
fitting of shoes. Mr. Brouwer gave 
the most practical shoe talk of the 
entire convention and pointed out 
with comprehensive charts, carefully 
prepared, the evils of ill-fitting shoes. 
Upon one of the principal charts 
were listed fifty-six ills, which from 
observation in his store were caused 
by shoes improperly fitted and which 
were corrected with proper footwear. 

He cautioned the shoemen present 
not to use corrective shoes as a 

[CONTINUED ON PAGE 53] 





New England Plays the Host— 


The hospitality of New England 
was extended at the National Shoe 
Retailers’ Association Convention 
in Chicago on Friday night in -the 
Old Town Coffee Room of the Sher- 
man Hotel. New England invited 
every shoeman to a supper enter- 
tainment that was super-excellent. 

Under the capable direction of 
Everett Bradley of The Bradley 
Shoe Co., Haverhill, Mass., chair- 
man of the New England Coopera- 
tive Committee, a program of enter- 
tainment, headed by the brightest 
theatrical stars playing in Chicago, 
was given. 

There were over 1200 shoe mer- 
chants crowded into the room and 
the affair was unquestionably the 
outstanding entertainment feature 
of the entire convention. The reg- 
istration badge was the only ticket 
of admission needed and everyone 
was welcome. 

After supper the entertainment 
got under way at 11.30 with a head- 

liner from “The Follies,” none 
other than Edna Leedom. Then 
came Eddie Cantor, star of “Kid 
Boots.” Eddie told a few stories, 
but when he described the card ses- 
sion of four shoe salesmen in the 
room next to his, playing poker and 
using horse-shoes for chips the dele- 
gates were convulsed. This was 
followed by other features of fun, 
including Charlotte Greenwood, 
Buddy Doyle, Dexter Sisters, Bee 
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New England Co-Operators 
wore a special badge at the 
N.S.R.A. Convention 


Palmer, Beatrice Gasdell, Ruth Et- 
ting, “Chicago’s Sweetheart” Mer- 
rill Smith, Hinkey and Meeker and 
Al Copeland’s Victor Recording 
Orchestra. The event was the talk 
of the cor: ;ention and visiting shoe- 
men were unanimous in pronounc- 
ing it the greatest social feature of 
the convention. 

The idea was born in the brain 
of Everett Bradley and adopted en- 
thusiastically by the New England 
manufacturers. 

The members of the committee 
who were responsible for the suc- 
cess of “New England Cooperative 
Night” besides Everett Bradley, 
were A. N. Blake, Watson Shoe Co.; 
D. Frank Quigley, Conrad Shoe 
Co.; F. Rollins Maxwell, Thomas 
G. Plant Co.; James E. Wall, 
Streeter Shoe Co.; Ernest D. Ha- 
seltine, Ernest D. Haseltine Co.; 
George W. Langdon, Jr., Hazen B. 
Goodrich & Co.; Charles Ault, Ault- 
Williamson Shoe Co.; Paul O. Mac- 
Bride, Milford Shoe Co., and Thom- 
as F. Anderson, secretary of the 
New England Shoe and Leather As- 
sociation; William Bresnahan, 
Bresnahan Shoe Co., and Major 
Charles T. Cahill of The United 
Shoe Machinery Co. There were 
thirty-six New England firms who 
contributed in making the evening 
one of the brightest spots of the 
convention. 
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Banquet Surrounded the 1926 Convention 


No. 20—It was Satugday night and the closing ban- 
quet was dominated by Capt. Irving O’Hay, soldier of 
fortune. This picture proves that the shoe industry is 
indeed a most intimate and friendly industry; even 
the women folk participate in conventions. 

No. 21—Afternoon and evening meet when Miss 


Teresa Schultz and Miss Betty Brown listen to D. J. 


Silver tell the story of style. 
No. 22—Just our luck—the two young men whose 


picture completes our gallery of celebrities are featured 
without their names. The one on the right owns a 
dozen stores, more or less. 
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panacea for every malady, but to 
use judgment in fitting. His talk 
follows in part: 

Mr. Brouwer told how he became 
interested in foot ailments through 
a conversation with Dr. Marshall in 
Boston several years ago. Return- 
ing to his store he started a system 
of analysis, which resulted in the 
charts he displayed. He listed 57 
varieties of foot and bodily ailments 
resulted from improperly fitted 
shoes, or shoes not suitable to the 
type of foot, or unsuitable for the 
use to which they were to be put. 
These ailments were: 


Ingrown toe-nails, overlapping 
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toes, claw toes, hammer toes, Morton 
toe, cramps in toes, corns, bunions, 
callouses, epiphysis, weak arch on 
inner border, weak arch on outer 
border, weak arch across the ball, 
weak arch across the instep, hump- 
foot, flat foot, extra dry feet, ex- 
cessive perspiration, burning feet, 
cold feet, painful heel, pigeon toe, 
splay foot, improper gait, so called 
weak ankles, inverted ankles, swollen 
ankles, pain in calf muscles, varicose 
veins, pain in knee, swollen knee, 
knock knees, bow legs, pain in the 
thigh, pain in the hip, sunken chest, 
sway. back, subluxation of spine, 
prolapsis, painful menstruation, pain 
in lower spine, pain between shoul- 
ders, pain at base of brain, catarrhal 
condition, general nerve tension, 
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nervous indigestion, vomiting, fa- 
tigue, dizziness, fainting spells, poor 
circulation, neuritis, and a few 
others. 

These ailments, which Mr. Brouwer 
explained in some detail and with 
liberal references to his charts, are 
not the exaggerations of the shoe 
man with something to sell, but are 
well authenticated facts known to 
such of the medical profession as 
has studied the structure of the foot 
and the effect on that structure of 
poorly fitted footwear. 

Generally speaking, he had dis- 
covered, he said, that ills of the body, 
which have been caused by deforma- 
tions of the foot can be traced either 
to impeded circulation or strangled 
nerves.” [CONTINUED ON PAGE 55] 


Chicago Style Show “Sized Up” 
by Dixie Merchant 


HE RECORDER representative 

sat beside a merchant from 
the South on the opening 
night of the Shoe Style Show of 


the fifteenth annual N. S. R. A. 
Convention, Chicago, “listened in” 
to a shoeman from Dixie, as he dis- 
coursed to his “neighbor from the 
North” on the forty-five models 
parading the big runway, extending 
the entire length of the grand ball- 
room of the Sherman House. 

“Some background for a _ shoe 
style show setting! Yes, siree—you 
can’t beat silver and gold cloths for 
stage or window drapes. I like the 
staircase effect—gives ’em a kind of 
stage entrance that makes you sit 
right up and take notice—puts me 
in mind of the entrance to the Art 
Institute of Chicago—down there on 
Michigan Boulevard.” 

Then, as the Colonial gentleman, 
with powdered wig, adorned in cos- 
tume of blue and gold, and shod 
with “the original Colonial” shoe 
walked down the boards—to the 
song—“Shoes Are the Top of the 
World—Their Splendid Style Will 
Make Trade Worth While.” “Now 
those words are absolutely true. I 
don’t want to see staple shoes come 
back—and you can say so for me. 
All the shoe merchants in the coun- 
try will have the biggest year in 
1926 that has favored us since 1921, 
by buying often on more sizes and 
‘pepping up’ with these snappy 
styles.” 


Just then, the evening shoe group, 
showing a big variety of light col- 
ored pumps and dainty straps with 
heels up to 20/8’s; began to pass 
in quick succession. Each model 
carried a “staff” with shield top on 
which the name of the firm was 
printed and glowed occasionally. 
As a small electric button near the 
top of this staff was pressed, it 
turned on a flash light at the bottom 
of the staff, which illuminated the 
shoe to some extent. 

“I like the narrow one straps, 
and the pumps in the lighter shades 
of sauterne, and caramel—and of 
course the silvers and golds,” con- 
tinued the man from Dixie. “And— 
boys!—there is a beauty—refine- 
ment of line in that silver kid pump 
with dainty piping of turquoise blue 
kid and copper kid—Rhinestone 
buckles are pretty, too. That large 
one—boys—looks like my wife’s fan. 
Quite a few grays will be worn this 
spring—here are some now— 
hosiery all seems to match—either 
the main part of the shoes, or their 
trims. 

“Oh—boy—say—she’s a stunner. 
You know I have never seen better 
looking models. But I don’t like 
that center strap—there’s another 
center strap. Now, personally and 
confidentially—I can’t see center 
straps at all for this spring. 

“Black patent can’t be beat— 
looks well with that big shiny 
buckle. Alligator and lizard: look 


bully on those gray and light tan 
shoes. And I like that two or three 
leather combination trim. Now any 
of those I have seen, except the cen- 
ter straps, are what I call profit 
lines. 

“That D’Orsay in dark blue kid 
with gray trim, and 14/8 heel is 
good with that sport suit. 

“I like that “cubist” pattern—in 
three shades of light tans, with 15/8 
heel, and 1/16 in. strap. Here is a 
white kid oxford, with alligator 
trim. Looks stunning, with that 
white suit. 

“There is a ‘beaut’ now with that 
black satin, with gold trim, silver 
heel and open shank. 

“That champagne kid, with the 
green and gold kid trim and little 
golden dangles from that center 
strap is ‘the cat’s meow.’ 

“Here’s a new one—see the dice 
and race track painted on that white 
kid heel, and the jockey and horse 
on the quarter. My wife has painted 
roses on her black satin straps—on 
vamps and heels, to match her hand 
painted hat. I give those shoe 
manufacturers and idea once in a 
while—gratis. 

“I don’t like those long tongues 
on those shoes—they flap down after 
awhile—I like the little ones bet- 
ter. There is another cubist pat- 
tern in a narrow one-strap—five 
different colors there. 

“The lady in pink with the white 
oxfords, with pink kid trim is cute. 


(CONTINUED ON PAGE 105) 
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Resolutions Adopted At the 


Chicago Convention 


T this, the closing business ses- 
A sion of the fifteenth annual 
convention of the N. S. R. A., 
it is fitting that an official record be 
made of the fact that this conven- 
tion has been an unusually success- 
ful one in point of attendance of re- 
tailers, manufacturers and_sales- 
men, all records having been broken. 
The business sessions of the con- 
vention were unusually interesting 
and valuable. Special recognition 
was given to the needs of the smaller 
merchants. The general atmosphere 
of the convention was most healthy 
and the results obtained insure a 
continuance of the _ constructive 
business and educational policies 
which have been the outstanding 
features of the work of the N. S. 
R. A. for the general betterment of 
the industry. 

We pledge our continued devotion 
to the maintenance of this work and 
promise a still further development 
of it in the future. 

We are indebted to all those who 
have contributed to the success of 
this convention. We are especially 
indebted, and take this occasion to 
record our grateful appreciation, 
and to express our thanks to Hon. 
Wm. E. Dever, Mayor of Chicago; 
Chicago Association of Commerce; 
those manufacturers who cooperated 
with the N. S. R. A.; the National 
Boot and Shoe Manufacturers’ As- 
sociation; the National Shoe Trav- 
elers’ Association; the Chicago Shoe 
Travelers’ Association; the business 
press; and to all other organizations 
and individuals of whatever charac- 
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ter who so generously and enthusi- 
astically contributed their time and 
work. 

As representative of the American 
shoe retailing fraternity, we pledge 
the utmost in service to the pur- 
chasing public. 

We protect and advance the prin- 


-ciples of shoe retailing as laid down 


in the N. S. R. A. code of ethics. 
We urge the more extensive use 
of our national slogans in all forms 
of publicity, such as “Walk and be 
healthy” and “Shoes for occasions.” 
Realizing that the shoe industry 
is a vital factor in prosperity, de- 
velopment and growth of our nation, 
we desire to express our opposition 





to any governmental interference 
that will adversely affect business. 

We pledge our utmost support to 
the national government’s policy of 
economy and urge upon all our mem- 
bers a similar policy through the 
study of more frequent buying from 
fewer sources through the establish- 
ing of the budget plan as applied to 
purchases. 

BE IT RESOLVED, that we, as indi- 
viduals, give greater support to the 
work of our National Styles Com- 
mittee—for it has proved itself the 
best possible instrument of style 
guidance for the industry. 

BE IT RESOLVED, that we especially 
recognize the substantial support of 
our cooperating manufacturers of 
the convention of 1926; and 

BE IT FURTHER RESOLVED, that a 
letter embodying this resolution be 
mailed to each of them and to the 
National Boot and Shoe Manufac- 
turers’ Association. 

We express our thanks and appre- 
ciation to the New England manu- 
facturers for the very fine entertain- 
ment they provided on the evening 
of the first day of our convention. 
The event not only contributed sub- 
stantially to the success of the con- 
vention but was a striking demon- 
stration of the real spirit of 
cooperation and good fellowship we 
always have desired should exist in 
our great industry. 

The retail shoe merchants of this 
country feel that as selectors of 
goods for their communities they 
are entitled to a profit commensurate 
with services rendered. 
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Curing the Ills of the Foot 


“I hold in my hand insoles from 
some old shoes,” he said. “No one 
can diagnose a case of foot trouble 
correctly without looking inside of 
the old shoes. It tells the story and 
I think that is one‘of the things 
that should be done in every shoe 
store—to take old shoes, cut off the 
uppers and find what the bottom of 
the foot has registered on the inside 
of the old shoe. We should be more 
scientific and thorough—emphasis on 
thorough—in our diagnosis of 
things. 

“The greatest blessing that I think 
has ever come in to my store in the 
' shape of equipment is the fluro- 
scopic X-ray machine. When I first 
put it in my sales people objected 
strenuously. They said, ‘It takes 


too much time to sell shoes that 


way.’ I insisted upon a try-out and 
after we had had the machine in the 
store for six months, if you had tried 
then to remove that machine and 
take it away from the sales people, 
you’d have had a fight on your 
hands because they had found out 
that they didn’t have to stop and 
argue with a customer as before as 
to the correct size and width and 
especially with mothers of chil- 
dren who want to cramp the feet 
of the children and make the foot 
look small. All they needed to do 
was to leave the old shoe on one 
foot, put the correctly fitted new shoe 
on the other, put the feet into the 
machine and show the mother how 
the toes were being distorted by 
the old shoe, and if she still needed 
another demonstration, put the one 
smaller on the other foot and the 
the mother wanted because it was 
correct fit on the other foot and show 
them by this demonstration the dif- 
ference between what is right and 
what is wrong. 

“There were two dangers that we 
ran into and realized and now we 
have changed our system. We don’t 
like to put anyone on the X-ray ma- 
chine with the shoes on that they’re 
wearing. We want to get a perfect 
fit on one foot and compare it with 
a misfit on the other. Your sales 
people will learn to do this through 
experience and find out how to do 
it right.” 

At the conclusion of Mr. Brouwer’s 
address, Irving B. Howe asked how 
to treat a customer who wanted ad- 
vice on the question of rigid or flex- 
ible shanks. 


S. J. Browwer’s Address 


[CONTINUED FROM PAGE 53] 


Mr. Brouwer replied: 

“I quote Dr. Marshall. He said 
that we need for the good health 
of the feet a variety of shoes. We 
have a variety in our diet for our 
health. He said, as a result of his 
experimenting with the thousands 
of types of shoes,—flexible and rigid 
and semi—that we needed a variety 
of shoes for our feet and I would 
bring those into two groups. 

“Supposing that you and I went 
to a doctor and the doctor said, ‘Mr. 
Howe, you get your fish pole and 
your gun and get out in the woods 
and get some outdoor exercise,’ and 
he turned to me as Dr. Goldthwaite 
in the city of Boston did and he 
said, “You go to bed and rest.’ The 
rigid shanks are a rest cure; the 
flexible shanks are the exercise cure. 
Excuse me for using the word ‘cure.’ 
I mean method of making improve- 
ment. 

“If you have a man who is stand- 
ing on a cement floor in a factory 
and straining his feet, he needs help, 
relief from that strain, but when he 
leaves the factory, he should leave 
those rigid shank shoes in the fac- 
tory and walk home in flexible 
shanks, to get the exercise for the 
muscles, the massage, the tissues, and 
I believe that our sales people in the 
shoe stores of the U. S. need more 
of an education on how to diagnose 
and then we need to have this truth 
that doctor Marshall brought out 
taught in the public schools of 
America. 

“If it is taught in the public 
schools that a varied diet is good 
and we also know that an assort- 
ment of shoes of varying types ac- 
cording to the particular need of 
that customer, according to their 
work, should also be taught, then 
there will not be the prejudice in the 
mind of the public as they come in 
to the store to get the full assort- 
ment. Now they think that a shoe 
dealer is merely trying to sell them 
all that they possibly can and load 
them up. That is not true. 

“Not long ago a man put that up 
to me in the store and I said, ‘Is it 
worth something to you to find out?’ 
Many a person has gone to doctor 
after doctor, doctor after doctor, 
to find out how he could get relief. 
Buy three pairs of shoes or more. 
Use your own horse sense and try 
them on and see how they affect 
you. 


“You know we’re afraid to ask 
somebody to spend $50 on shoes but 
they are not afraid, the surgeons are 
not afraid to charge them more than 
$50 when they cut a part of some of 
these organs out of the trunk of the 
body as you see them there on that 
chart, and if what that doctor told 
me two weeks ago is true, then it 
seems to me we are morally obligat- 
ed to get. more shoes on people for 
their health’s sake. But we are in 
the peculiar, the dangerous position 
that if we say it instead of the 
public school teacher saying it, they 
won’t understand us. They will think 
we are merely trying to sell them 
shoes. 

“T’ll tell you how dangerous that 
is. Look over here on these two 
charts. I made an analysis of three 
groups in order to check up. We 
won’t go through all these figures, 
there are too many of them but here 
is a survey of a kindergarten. Be- 
cause weak arches are such a very 
vital and large part of this, we will 
just take that one item, weak arches. 
Seventy-two per cent in that kinder- 
garten have varying degree of weak 
arches. 

“Then we took 289 boys aged 12 
to 16 years, and found longitudinal 
arch weak, 42 per cent, 42.9 to be 
specific; the anterior arch weak, 
40.1 per cent. Add it together and 
you get 83 per cent. 

“Then we went into two hospitals 
and examined the nurses. We all 
know they’re sensible, fairly well 
educated women, nurses, and look 
what we found on their feet: Weak 
arches in one hospital 71 per cent 
and in another hospital 80 per cent. 
From the kindergarten 72 per cent, 
to full grown womanhood 71 per cent 
and 80 per cent. For Heaven’s sake, 
men, no one except one who wants 
to be blind can see that we are not 
making the improvement we should 
from childhood to mature manhood 
and womanhood in fitting feet cor- 
rectly, and I challenge you this cor- 
ing on your responsibility to future 
generations, to their health and their 
welfare. When we face this thing 
frankly and study it as we look into 
the years ahead, we certainly can 
make improvements. 

“I hope that shoes of the future 
will be made anatomically correct on 
the inside, beautiful and decorative 
and stylish on the outside. 
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Trade Cooperation Pledged 
Anew by the N.S.T. A. 


Marked Progress Made at Annual Convention 


HE National Shoe Travelers’ 
Association held its fifteenth 
Fr; annual convention in Chi- 
cago, Jan. 5-6. It stressed trade co- 
operation, harmony and hard work 
as its slogan for 1926. It thanked 
the trade papers for their loyal sup- 
port; decided on a form of group 
life insurance and automobile in- 
surance, and renewed its 1925 pledge 
of sincere cooperation with the other 
branches of the allied trades. 
Charles W. Evans of Chicago, 
1925 vice-president, was elected 
president; Charles W. Morrill of 
Boston, vice-president; T. A. Delany, 
secretary (reelected); Dave Davis, 
treasurer. Special committees were 
appointed by the incoming presi- 
dent as follows: Public- 
ity, T. A. Delany, Bos- 
ton, chairman; Railroad, 
Homer H. Beals, Indi- 
ana, chairman; Style, 
Frank B. King, chair- 
man; Transfer and Bag- 
gage, Frank J. Larkin, 
Milwaukee, chairman; 
Hotel, John D. Baxter, 
New. York, chairman, 
Education, F. L. Arm- 
strong, New York, chair- 
man; Budget, Clarke B. 
Rowley, Rochester, chair- 
man; Trades Coopera- 
tive, Frank B. King, 
Chicago, chairman; 
Legislative, Frank J. 
Weber, Cincinnati; 
Membership, I. Frank 
Oberfield, Philadelphia, 
chairman; Insurance, 
Charles W. Morrill, Bos- 
ton, chairman. 


James L. Scanlan, the 
1925 president, presided 
and gave an _ inspira- 
tional address, reviewing 
the work of the past 
year and expressing his 
hope that the National 
Shoe Travelers’ Associa- 
tion would continue to 
grow in numbers and 
strength and receive the 


cordial support of the locals. One of 
the high-light addresses of the open- 
ing session was that of the beloved 
Dr. Edward J. Cattell of Philadelphia, 
an orator of note, City Statistician, 
and one of the “boosters” of the Phil- 
adelphia Sesqui-Centennial. Dr. Cat- 
tell traveled 70,000 miles last year, 
and anticipates traveling 80,000 in 
1926, telling folks all over the coun- 
try about the big event of next July. 


R. CATTELL stated that for two 
years he had been talking about 

the dawn of brighter days. With this 
year he has taken for his text— 
“Brighter Days Are Here.” “Out 
of God’s soil,” said Dr. Cattell, “in 
God’s blessed United States, we have 





CHARLES W. EVANS 


He was elected president of the National Shoe Travelers’ 
Association at the Convention held in Chicago January 


5 and 6 


received a gift in the past year equal 
to double of all of the cumulative 
wealth of this country up to 1860.” 
He said that the wealth of this 
country had increased ten times as 
fast as the number of people—and 
that the influence of 26,000,000 of 
homes under one flag was a pretty 
good anchor for the safety of this 
country; he stated that the boys and 
girls were getting better and that 
every age was an improvement over 
each past generation. He very 
beautifully drew a word picture of 
a code of ethics for the people of the 
world—in the practice of the simple 
virtues of kindliness, gentleness, 
honor and clean mirth. “The dif- 
ference between Europe and Amer- 
ica is this,” continued 
Dr. Cattell. “There they 
are laboring under the 
lash of necessity. Here 
we are laboring under 
the lure of opportunity.” 

The chairmen of the 
various committees, who 
served in 1925 and were 
again reelected for 1926, 
with the exception of 
one or two whose duties 
rendered it impossible 
for them to serve, ren- 
dered excellent reports. 


HERE was a geod 

attendance and, as 
President Scanlan so 
well stated, never had 
reports been more care- 
fully prepared. It was a 
constructive meet. These 
shoe travelers, all lead- 
ers in the profession of 
shoe salesmanship, have 
the situation of “getting 
moré shoes sold right,” 
and cooperative effort 
with the various branch- 
es of the trade, well in 
hand. A new member 
was added to the “Na- 
tional family,” and was 
duly presented by C. F. 
Pitts of the Colorado 
Shoe Travelers’ Associa- 
tion. 
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Secretary Delany’s report showed 
that 27,000 mimeographed sheets 
and 9000 printed bulletins had been 
sent out by his office, the latter cost- 
ing the association less than the 
postage itself; that 27 claims were 
satisfactorily settled during the 
year; showed that every shoe center 
of the country has invited the ser- 
vices of the secretary’s office to se- 
cure suitable salesmen; that fully 
480 leads and positions obtained 
through these leads numbered 132, 
with salaries ranging from $2,500 
to $10,000 per year; that shoe manu- 


CHARLES W. MORRILL 


Boston man elected vice-presi- 
dent of the N. S. T. A. 


facturers regard the National Shoe 
Travelers’ Association as a great 
clearing house for reliable shoe 
salesmen. He urged all to have at 
the national secretary’s office a rec- 
ord of the lines carried, territory 
and trade called upon. He spoke of 
the National Shoe Travelers’ partici- 
pation at the Style Conferences held 
in New York, and of the distribution 
to membership of fully 9000 style- 
books as the result of these confer- 
ences; spoke of the part that the 
National Shoe Travelers’ Associa- 
tion had played at the style shows in 
New England; of its work with the 
manufacturers and other members 
of the allied trades in the various 
publicity movements of merchants 
and manufacturers. He told of the 
many compliments that had been 
given to the N. S. T. A. for its code 
of ethics, as presented last year by 
the Southwestern Shoe Travelers’ 
Association and adopted at the 1925 
convention. A copy of this code of 
ethics was placed on each table at 
the brilliant banquet which closed 
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the convention and opened that of 
the N. S. R. A. 

Homer H. Beals of Indiana, chair- 
man of the Railroad Committee, 
struck a high note of interest in his 
report on reduced rates for mileage 
on some of the Middle Western lines 
of transportation, as a result of the 
work of his committee, and the state- 
ment that he anticipated further 
railroad rate reductions. 

The second day’s session had as 
its highlights short talks by various 
members of the association on sub- 
jects assigned by the president. 
One of the best was given by Arthur 
C. Stern, sales manager of the J. M. 
Herman Shoe Co. of Millis, Mass., 
whose talk was entitled, “Selling an 
Organization to the Traveling 
Force.” Mr. Stern said in part: 
“The problem of selling the sales 
force is incumbent upon the general 
manager, or sales director, or both. 
Five cardinal points bear pertinent- 
ly upon the distribution of product 
—these should be impressed upon 
the sales organization as a unit, as 
well as individual. The first is ab- 
solute confidence in the integrity 
of the individuals who make up the 
organization, as well as in the in- 
tegrity of the product and merchan- 
dising policy of the organization; 
the second point is confidence and 
faith in this integrity — frankness 
in all dealings—fact must be pre- 
sented without garnishment. Third, 
the feeling of cooperation, absolute 
cooperation between factory and 
sales organizations. The next point 
is a definite knowledge of your prop- 
osition; the next point, psychology 
of salesmanship. And in order to 
insure to the salesman his rendition 
of service, he must have behind him 
a thorough-going service in the de- 
livery of merchandise on schedule 
time, in the character and quality of 
the merchandise service in watching 
and building up good will with the 
trade.” 

J. J. (Jimmie) Kaltenbrun of Co- 
lumbus, Ohio, talked on “How to In- 
crease Membership in the National,” 
and scored heavily chain shoe stores 
and the “special concessions” which 
were asked by these stores of the 
factory, which reacted against the 
traveling man. Harry Chase, a 
member of the Rochester Associa- 
tion of Traveling Shoe Salesmen, 
spoke on “What Are the Approved 
Means of Expansion in Old and New 
Territory?” 

The Resolution Committee, Harry 
P. Lynch of Boston, chairman, and 
Frank J. Weber of Cincinnati, sec- 
retary, presented the following reso- 
lutions, which were adopted: 
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No. 1—Be it resolved that the 
local associations be hereby directed 
to have made a uniform roster of 
their paid membership, showing the 
name, residence, and line carried, 
sixty days after annual meeting. Be 
it further resolved that this roster 
bé distributed to the retail stores 
in the home cities of the various 
local associations, and that a copy 
of each roster be sent to the national 
secretary. 

No. 2—Be it resolved that the 
several secretaries of the affiliated 











“DAVE” DAVIS 
He was re-elected treasurer of 
the N.S. T. A. 


associations be hereby directed to 
report and pay to the national office 
the dues collected during the month. 
Be it further resolved that the re- 
port of such member in good stand- 
ing shall embody the address and 
lines carried. Be it further resolved 
that forms shall be furnished by the 
national secretary. 

No. 3—Be it resolved that Article 
22, Section 4, of the Constitution 
and By-Laws of the association be 
dropped—this article referring to 
the fact that the roster of the Na- 
tional Association is the private 
property of the N. S. T. A.—for the 
purpose of opening the way for such 
roster to be published. 

No. 4—It is the sense of this 
meeting that this association enter 
into a form of group life insurance, 
with the company as chosen by the 
insurance committee to be appointed 
by the incoming president—the com- 
mittee recommends the amount of 
each individual policy as $1,000. 

No. 5—It is the sense of this 
meeting that this association enter 
into some form of group automobile 
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insurance—the company to be desig- 
nated by the insurance committee 
to be appointed by the incoming 
president. 

No. 6—We renew our pledge of 
hearty and sincere cooperation with 
the various branches of the allied 
industry, so strongly emphasized at 
the beginning of last year, and which 
has been functioning during the 
past year, and will continue to func- 
tion through the Trades Cooperative 
Committee of the N. S. T. A. 

No. 7—We thank most heartily 
the shoe trade journals for their 
splendid cooperation and friendship, 
expressed in so many practical ways, 
for the N. S. T. A. membership. 

A tribute of respect was paid to 
the deceased members of the N. S. 
T. A. by the chairman of each dele- 
gation verbally and in each case the 
entire assembly standing silently for 
one minute. A similar tribute was 
paid to Past President Frank J. 
Weber in the loss of his wife, and 
to C. F. Pitts of Colorado in the 
recent death of his mother. 

Secretary Delany spoke on “The 
High Spots of Cooperation with 
Retail Shoe Merchants and Manu- 
facturers,” and eloquently defined 
“The Traveling Salesman.” 


HE officers for 1926 were unani- 
mously elected. Immediately upon 


taking the national gavel for the 


year, President Charles W. Evans 
of Chicago briefly delivered his in- 
augural, stating as the policy of his 
administration for 1926—Harmony 
and Hard Work. 

The newly elected presidents of 
the various locals were announced. 

President Evans appointed as the 


new. insurance committee—Charles 
W. Morrill of Boston, W. M. Oak- 
man of Boston, Buford McWhirter 
of Waco, Tex.; T. A. Delany of 
Boston, and Charles W. Evans of 
Chicago. 

Although a most urgent request 
was given by Delegate Mitchell of 
the Southwestern Shoe Travelers’ 
Association for the next annual 
meet, to be held in connection with 





T. A. DELANY 


Again named N. S. T. A. 
Secretary. 


the Texas-Oklahoma convention in 
February, the time and place of the 
1927 National “get together’ was 
left to the Board of Governors to 
decide. 

At the big banquet which took 
place at 8 o’clock in the evening at 
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the Hotel Sherman, a most enter- 
taining program was “pulled off” 
with Clarence S. Darrow, noted 
lawyer and evolutionist, as the 
speaker. Mr. Darrow’s talk was de- 
livered in a “Mark Twain” style of 
wit, in which he told of his acquaint- 
ance with “the drummer” of his 
boyhood days, in his little home town 
in the West—that more knowledge 
is gained by the study of human na- 
ture and the meeting of many peo- 
ples by the traveling man than is 
contained in law books. He referred 
frequently to the N. S. T. A. code 
of ethics. After about three-quar- 
ters of an hour of reminiscing, he 
plunged brilliantly into his mes- 
sage, which was free trade with the 
nations of the world—the cancella- 
tion of their debts to the United 
States—the removal of tariff bar- 
riers against foreign-made goods, to 
enable these countries to repay 
financial obligations through the 
merchandise sent us—that it was not 
good economics for America to have 
so much wealth when so many 
French, Italians, Germans and Rus- 
sians were starving. 

The Philadelphia association won 
the silver cup for the largest mem- 
bership increase. 


AMES E. STONE was toastmas- 
ter; there were addresses by the 
newly elected N. S. T. A. President 
Evans, and John J. Baird President 
of the N. S. R. A.; John McKeown, 
President of the National Boot and 
Shoe Manufacturers’ Association, and 
Evverit B. Terhune, President of the 
BooT AND SHOE RECORDER, who, in 
brief and brilliant talks, gave in- 
spirational trade messages for 1926. 


Walk-Over Dealers Meet 


Just before the N. S. R. A. Con- 
vention on Jan. 5-6, the Walk-Over 
Dealers held its “annual-plus-six- 
months” meeting at the Hotel La 
Salle, Chicago. It was a big con- 
vention. This was the first one of 
these 18 months’ Walk-Over “get- 
togethers” since the “Fiftieth An- 
niversary” meet in Campello, Mass., 
a year ago last summer. It is the 
plan of the Walk-Over Dealers to 
hold one meeting in the winter and 
one in the summer—the 1927 meet- 
ing will, therefore, be held in Cam- 
pello. Two days’ sessions were re- 
plete with shoe merchandising ideas. 
E. B. Stern of Tulsa, Okla., talked 
on “Style Selling in Tulsa”; F. C. 


Schinke of Indianapolis chose for 
his subject, “Selling Staples in In- 
dianapolis”; “Styles and Staples 
from Stores” were reviewed by H. 
T. Conner, followed by “A Fashion 
Hour,” with living models. 

F. O. Greenlee of Pittsburgh dis- 
cussed “Building Volume”; ‘Markup 
and Cleanup” were treated by W. 
W. Gilbert of Wheeling; “The Re- 
tailer Executive” by E. A. Burrill; 
“The Cooperative Advertising Plan 
and Its Execution,” M. G. Harper 
of Philadelphia; ‘“Walk-Over Man 
Power,” by O. W. Metzger of Allen- 
town. Advertising manager, W. T. 
Card of Brockton, and Marsh Wat- 
kins of the George Batten Co., gave 


talks on “Walk-Over Advertising, 
Present and Future.” 

The Walk-Over Dealers again 
honored Sydney Stokes of New 
Haven, Conn., with the presidency 
of the association, with Al. A. 
Stentz of Fort Wayne, Ind., as vice- 
president, and Earl F. Woodward of 
Newark, N. d., as secretary-treas- 
urer. 

At the banquet on Wednesday eve- 
ning, Jan, 6, the speaker of the 
evening was the famous poet, Doug- 
las Malloch. Addresses were also 
made by President John J. Baird 
of the N.S. R. A.; President Sydney 
Stokes of the Walk-Over Dealers; 
Vice-President George H. Leach of 


[CONTINUED ON NEXT PAGE] 
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Personalized Advertising 
[CONTINUED FROM PAGE 37] 


here’s a real genuine bargain for 
one day selling, Saturday. Not 
broken or discontinued lines, but 
brand new merchandise just un- 
packed. Oxfords or shoes for the 
business man, doctor, lawyer or col- 
legian. All sizes, 6 to 11. $2.95.” 

M. APP’S SONS, Fort Wayne, 
Ind.—“Every man can use another 
pair of shoes to good advantage. 

“He needs them but, perhaps, he 
hasn’t bought them for some good 
reason. 

“Why don’t YOU come in and get 
YOUR extra pair of shoes from us 
NOW?” ; 

A. W. KLAHOLT, Springfield, 
Ill.—“Are you proud of your shoes? 
You may be clad in the finest of 
garments, but you are not well 
dressed unless you are wearing 
shoes of which you can be proud. 
We can fit you perfectly in shoes of 
the latest fashion.” 

SCHWENGEL’S BOOT SHOP, 
Springfield, Ill.—‘“New arrivals at 
our store—Stylish step-in pumps 
made in patent leather, dull leather 
with beads, satin with beads. Also 
attractive new strap patterns, all of 
superior quality by America’s fore- 
most shoemakers. Prices $9 and 
$10. The distinctive beauty and 
smartness of these models will at- 
tract you the moment you see them.” 

GELEIDE & FUTTER, INC., 
Mishawaka, Ind.—“For these cool 
days these sturdy Oxfords. When 
the cold winds blow you'll want foot- 
wear that will stand the strain of 
trying winter weather. We have the 
best -values in the city. Come and 
see them.” 

PETOT SHOE CO., Evansville, 
Ind.—“Style, comfort. And more 
value than you'd believe possible at 
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Walk-Over Dealers Meet 


[CONTINUED FROM PAGE 58] 


the Walk-Over organization, and 
Harold C. Keith, President of the 
George E. Keith Co. The high notes 
of the meeting were the spirit of 
loyalty, strongly emphasized, toward 
one another and to merchandise, 
with optimism for a good business 
for 1926, and with a continuation 
of quality shoes and quality service 
to the public. 

Mr. Burrill’s talk on “The Retailer 
Executive” was in part as follows: 

“It is a timorous, if not cowardly, 
retailer who cannot bring himself 
to plan for at least 10 per cent in- 
crease- in his 1926 volume. Two 
other factors will aid volume in ad- 
dition to selling more pairs: First, 
a better gross profit margin; second, 
a better sale of higher grades. It 
is the top 10 per cent of volume 
which contains the results interest- 
ing to the retailer. 

“Expenses are hard to cut, but 
they can be cut. Generally there 
has been no extravagance. Selling 
costs present a big problem. Shoe- 
men are not overpaid, but the law 
which governs shoe retailing today 
determines that 8 to 10 per cent is 
normal selling percent. 


We Apologize 


the price—$5. Try Petot this win- . 


ter.” 

All middle Western shoe stores 
play up price very strongly in their 
advertising and special sales and 
special offers are quite numerous. 
The arrivals of new goods also form 
the theme for much of the advertis- 
ing and, of course, there is glowing 
description of the beauty of the new 
models. 

Making advertising as personal as 
possible and making it as newsy as 
possible is the formula used by mid- 
Western shoe stores in making 
their advertising especially effective. 

All of which is submitted in the 
hope that it will offer worthwhile 
ideas and suggestions to other shoe 
merchants which will be of distinct 
help to them in making their own 
advertising even more effective. 


John Bush, president of the Brown 
Shoe Co. and sponsor at the Style 
Pageant on the opening night. In- 
advertently last week in the opening 
double page spread of the great St. 
Louis pageant story we showed the 
picture of Frank Bush of Wetherby- 
Kayser Co., Los Angeles, when we 
should have shown the picture of 
John Bush. 
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Both of the gentlemen will appre- 
ciate the circumstances—editors out 
in the field and errors in the print 
shop. They do happen in the best 
regulated papers. Our compliments 
to the two gentlemen, who have 
much in common—John Bush being 
one of the most energetic factors in 
the St. Louis market and Frank 
Bush one of the preeminent style 
men of Los Angeles. Accept our 
apologies, Frank and John. 


Cantilever Meeting a Big 
Affair 


Cuicaco—One of the big “get- 
togethers” “pulled off” at the Hotel 
Sherman during the N. S. R. A. con- 
vention was that of the Cantilever 
shoe dealers. It was “some” party. 
Over one hundred Cantilever mer- 
chants and their guests enjoyed a 
real stag party. This is,an annual 
event and this time the order of 
exercises were more interesting than 
ever. The stag party terminated an 
all-day session held in the English 
Room of the Hotel Blackstone, 
Wednesday, Jan. 7. 

Raymond P. Morse, president of 
the Cantilever Corporation, pre 
sided and gave a report on condi- 
tions in the shoe industry, as well 
as that of the concern. Miss Miller, 
director of the health department of 
the Y. W. C. A., gave an account of 
the educational work of her organ- 
ization along corrective shoe lines. 
She spoke of the development of the 
Cantilever type of shoe to fill a 
growing demand. 

Earl J. Drinkall, M. D., head of 
the National Health Institute, talked 
on the human foot, its functioning, 
and the relation of well made and 
correctly fitted footwear to the 
health of the other parts of the 
body. 

After a one o’clock luncheon, Dr. 
C. J. Gadis, secretary of the Ameri- 
can Osteopathic Society, emphasized 
the fact that the retail shoe sales- 
man must be instructed how to fit 
shoes, because on that depends in 
large measure the health of the 
body. 

Arthur L. Evans, editor of The 
Shoe Retailer, discussed publicity 
as it related to the merchandising of 
orthopedic shoes. 


Henry N. Morse, secretary of the 
Cantilever Corporation, gave a re- 
port on the advertising plans of the 
company for 1926. 

It was announced that misses’ and 
growing girls’ Cantilevers had been 
added to the line. 
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Snapped at the St. Louis Pageant 
of Footwear Fashions. At the left 
is the committee responsible for 
the production. Reading left to 
right, standing, are Major Levy, 
director, and W. S. Overton, chair- 
man of the Booth and Display 
Committee. Seated, reading in the 
same order, are F. A. Mahler, sec- 
retary-treasurer; H. V. Stephens, 
president of the St. Louis Shoe 
Manufacturers’ and Wholesalers’ 
Association, and J. H. Wilson, 
chairman of the Entertainment 
Committee 
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ARTHUR. E. EBBS 
New President of 
the Southwestern 
Shoe _ Retailers 
Association, and 
Vice-President of 
the Swope Shoe 
Co., St. Louis. 


For Bigger Profits In 1926 


The Story of the Man Who Will Help 


LTHOUGH his parents saw in 
the boy. presidential timber, 


Arthur E. Ebbs, then 12 


years of age, decided that Washing- 
ton, D. C., his home at that time, 
presented opportunities as well in 
the retail shoe business. 

President Garfield had been killed 


and Hays had succeeded him as 
President of the United States. 
During this period although history 
omits it from its record, Arthur 
Ebbs, 12, and ambitious, perhaps 
more so than other youths of his 
acquaintance, worked two vacations 
and on Saturdays for H. L. Stras- 
burger who at that time had the 
Capital’s smartest shoe store. As an 
errand boy his day started at 7 a. m. 
and ceased at 9 o’clock with the clos- 


ing hour moved up until 12 o’clock 
on Saturday night. 

The Treasury Department didn’t 
lose much sleep in those days as to 
the income of one Arthur Ebbs. It 
was the day of frugal finance so his 
weekly stipend was a dollar and a 
half. Then errand boys were errand 
boys and work was perpetual motion. 
His energetic effort was soon re- 
warded and after two years he sold 
his first shoes, buttons to women and 
boots and congress gaiters to men. 

Then he went to St. Louis. 

This is the background upon which 
is painted the character of Arthur 
E. Ebbs, newly elected President of 
the Southwestern Shoe Retailers’ 
Association. The two thousand 
members of this baby shoe organiza- 
tion can well feel proud of this man 
who, through sheer fight and willing 


work, has attained the heights in the 
retail shoe field that he has. 

“We want to help the retail shoe 
merchant to make more profit,” was 
his first statement when questioned 
as to his association policy during 
1926. The bringing of more mer- 
chants into the association is a task 
in which he will seek the cooperation 
of his state directors and officers. 
To build an organization that will 
be a service bureau where the prob- 
lems of merchants may be solved 
intelligently and generously without 
his having to wait for the annual 
meeting, is another of his ambitions. 
On the threshold of the year, Mr. 
Ebbs exudes enthusiasm and fifty- 
two weeks of his kind of energy 
should spell tremendous success for 
the Southwestern Shoe Retailers’ 
Association. 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 





Are You a Merchant-in-the-Making 
Or Just a Clerk? 


Eugene B. Ward, buyer for the 
high-grade family shoe store of 
Morse & Haynes Co., Springfield, 
Mass., recently gave an interesting 
interview, shoe salesmanship-wise, to 
a@ RECORDER representative. 

Mr. Ward has been with his pres- 
ent house for thirty years. He 
started in to work in the days of 
1895, as a “general office boy.” He 
washed windows, polished signs, de- 
livered the shoes, opened cases, 
studied shoe repairing—and after he 
had mastered the subject of shoes, 
found out how they were made, 
learned about shoe stock and stock 
keeping, and watched how “the boss” 
and the other salesmen sold the 
trade, he commenced to sell shoes. 
Now he buys as well as sells. 


All “Super”-Salesmen 


The retail shoe firm of Morse & 
Haynes was founded by Deacon 
Morse in 1868. Mr. Morse of the 
firm, as a young boy came into the 
store of his father, and learned the 
business from A to Z, just as did 
Mr. Ward—Mr. Haynes, of the firm, 
started his career as a shoe sales- 
man in just the same manner. He 
has been with the concern for 46 
years—a Mr. Pitman has been sell- 
ing shoes for 46 years—another 
salesman for over 40 years—and in 
fact almost all of the salesmen have 
been with the house for from 18 to 
20 years. 

Make Shoe Selling a Life’s Work 


All are “super” retail shoe sales- 
men. They know the required “tim- 
ber” for shoe salesman and when 
once a salesman is hired to work at 
this store he becomes established in 
a most satisfactory life’s work. Mr. 
Ward does the hiring and is a keen 
observer of the applicant’s qualifica- 
tions. He observes, also, the 
younger generation’s accomplish- 
ments, from the retail shoe mer- 
chant’s standpoint, and claims that 


the efficiency of 1895 was far su- 
perior to that of 1925, although a 
“clerk” then received but one-third 
of the present weekly wage of the 
“shoe salesman” of today. 

















Delivery system of 18— 


Wages of 95 and ’25 


“In the old days,” said Mr. Ward, 
“there were five in the store, and we 
sold close to $100,000 worth of shoes 
a year—this was about $20,000 per 
man—whose yearly salary was about 
$520 to $650 yearly—$10 to $12 a 
week. Today, to get a man to sell 
$20,000 a year, it is necessary to 
pay him at least $35 a week. In the 
days of 1895, the rental was about 
$1,800 a year—today, it is over 
$15,000.” 


Each Salesman a Shoemaker 


' When Mr. Ward went into the 
shoe business, there was no regular 
repair man—each salesman had to 
learn to put on heels, take off heels, 
take out wrinkles, sew on buttons, 
and do all of the things that a re- 
pair man does today. “A man had 
to be versatile and resourceful,” said 
Mr. Ward. “He had to know shoes 
so well that he could answer any 
technical question of the customer 
and gain and retain the customer’s 
confidence. 


Shoe Selling Not a Mechanical Job 


“I do not believe that we should 
return to the old days of $10 and $12 
a week salary,” said Mr. Ward, “but 
I do believe that we should have 
more efficiency. I believe that a 
young man entering upon a career 
as shoe salesman should be willing 
to learn the business thoroughly; 
that he should regard his ‘profes- 
sion’ seriously and not imagine that 
he knows it at all until he has spent 
some few years in its study. He 
should not regard himself simply as 
an order taker, for which he will re- 
ceive just as high wages as he would 
at some mechanical job, but as a 
prospective retail shoe merchant— 
one who is willing to learn, one who 
wants to win the respect of the peo- 
ple of his community, and who will 
one day be a representative of the 
firm, or in business for himself as 
an independent merchant.” 


Greenwood Talks 
Cooperation 


Boston. — Fred N. Greenwood, 
president of the Boston Retail Shoe 
Salesmen’s Association, and salesman 
at Thayer, McNeil Company’s Tem- 
ple Place store, talked “Retail Shoe 
Salesman-Merchant Cooperation” at 
the N. S. R. A. convention, Chicago, 
January 7-9, 1926. 

President Greenwood also sug- 
gested that a National Retail Shoe 
Salesmen’s Association be formed on 
the same educational and cooperative 
basis as the Boston Retail Shoe 
Salesmen’s Association, Inc. (now in 
existence since 1914, and having re- 
ceived the indorsement of the Mas- 
sachusetts Merchants Association and 
that of the National Shoe Retailers 
Association). In this way, Mr. 
Greenwood’s argument stated, the 
links in the shoe distribution chain— 
manufacturer to retail shoe sales- 


| Man—would all be complete. 
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In some stores salesmen must 
wear the fashion of the moment 


Rosenberg Folks Hold 
Party 


New YorkK.—Murray M. Rosen- 
berg Chain Shoe Stores, of 118 
Duane Street (also manufacturers 
and jobbers) held a banquet at Hotel 
McAlpin, December 27, for the boys 
of the concern. Among those pres- 
ent were: President Murray M. Ros- 
enberg, Vice-President Samuel H.: 
Rosenberg; General Manager, Mar- 
tin M. Meltzer, Henry Posner, gen- 
eral window trimmer for the retail 
stores, also founder of the social 
club and benefit society for the em- 
ployes. The managers of the stores 
are as follows: Alexander Podgar, A. 
Karp, Mr. Jess, Mr. Abrahams, Mr. 
Shotruck, toastmoster M. Meltzer 
and Henry Posner. The boys recip- 
rocated with a big get-together in 
honor of the executives of the con- 
cern. A loving cup was presented 
to President Murray M. Rosenberg. 


How to Sell Double Pairs 


If you are wondering how you can 
sell another pair of shoes to a cus- 
tomer, especially the man customer, 


suggest “Alternating Shoes.” One 
of the strongest arguments for hav- 
ing two pairs of shoes, and alter- 
nating the wear of them day by day, 
is found in the regulations and sug- 
gestions for fitting shoes to soldiers 
of the U. S. A. One paragraph 
reads thus: 

“The soldier is expected to have 
two pairs of serviceable shoes. It 
is desirable to have these shoes al- 
ternated in use day by day. Even 
though these shoes be of the same 
last, and be stamped with identically 
the same size and letter, and thus 
supposedly the same, still they will 
not feel exactly the same to the foot. 

“The reason is that the bulk of 
lasts vary according to moisture in 
the atmosphere; leather cut from 
different skins, or different parts of 
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the same skin, stretches unequally; 
and shoes pulled from the lasts 
earlier shrink more than do shoes 
left on the lasts longer. It thus 
happens that an interchanging of 
shoes apparently identical may give 
relief to sore places of feet by trans- 
ference of painful pressure to other 
less sensitive parts.” 


Which Did She Choose? 


In a Lynn retail shoe store, the 
young lady customer’s preference, 
after about half an hour’s trying- 
on, “simmered down” to a choice 
between two pairs of shoes. 

“One fits your foot, and the other 
fits your eye,” commented the clerk. 
“This is the best advice I can give 
you.” 

Most any shoe man of experience 
will guess that she chose the shoes 
that fitted her eye, and he will 
guess right. 
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Keep your mind on your busi- 
ness 


Hoffman with Greenberg- 
Miller 

Albert Hoffman has _ recently 
joined the Greenberg-Miller Shoe 
Company as salesman. He will 
cover the territory from Chicago to 
the West Coast. The Greenberg- 
Miller Shoe Co. reports its plant run- 
ning to capacity. 


Richard Rollins Is Dead 


Richard Rollins, for many years 
with Hoag & Walden, Inc., and one 
of the best-known commercial trav- 
elers in New England, died suddenly 
at his home in Braintree, Mass., on 
December 30. Mr. Rollins was a 
member of the Boston Shoe Travel- 
ers’ Association. He leaves a widow. 


A selling idea at work is worth a 
thousand .buzzing around in our 
heads.—U. S. Rubber News. 


Three Salesmanship Rules 


Boston.—A. C. Duncan, buyer and 
manager of Hovey’s children’s shoe 
department, has three cardinal rules 
for his salespeople as follows: 

Promptness. 

Courtesy. 

Intelligent Service. 

It is Mr. Duncan’s theory that 
after the buyer has the “right” 
shoes on the shelves it is the duty 
of the retail shoe salespeople to so 
familiarize themselves with the stock 
that they will know just where it is. 
Thus the public may be served with 
#romptness. 

Courtesy to the customer is read- 
ily understood. 

An intelligent service consists in 
giving the customer what he wants, 
without unnecessary comments. 


Put Your Ideas to Work 


Ideas are like muscle. If you try 
to save your muscle, the first thing 
you know you will not have any. The 
only way that you can save muscle, 
is to use it. Muscle will never ex- 
haust itself, through use, so long as 
the body is properly nourished. 

It is the same with ideas. The 
way to conserve ideas is to use them. 
Keep ideas to yourself and soon the 
source of your ideas will dry up. But 
use them and one idea will bring 
forth another.—The Selby Leader. 


Tolerance 


The most lovable quality that any 
human being can possess is toler- 
ance. Tolerance is the vision that 
enables us to see things from another 
person’s point of view. It is the gen- 
erosity that concedes to others the 
right to their own opinions and their 
own peculiarities. It is the bigness 
that enables us to let people be happy 
in their own way instead of our way. 
—Public Ledger. 


“A good rule does not settle 
troubles—it prevents them.” 
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Problem Prize Winners 


Karn “Recorder” Money 
(He Knows How from A to Z and Back Again) 


tion in the December issue of 

“The Retail Shoe Salesman’”— 
“Shall Stock Be Racked According 
to Line or Size?”—brought us the 
very best answer from C. D. Creech, 
salesman at the Broadway Shoe 
Store, Newport News, Va. This 
was accompanied by a diagram, 
which we will present in another 
issue of the RECORDER. The first 
prize of $10 this month is therefore 
awarded to C. D. Creech. The sec- 
ond best article was received from 
Douglas G. Chandler of the Dan 
Hooker Shoe Service, Greensboro, 
N. C. (the Dixieland boys are think- 
ers). Said Mr. Creech: 

“First, I have book with stock 
section in it. I start running my 
best shoes at the front of the store; 
for instance, my satins are numbered 
2000, patents 2100, kid 2200, tans 
2300, silver 2400, velvets 2500, and 
so on. First, satin high heel, 2000; 
second, same heel, different style, 
2001. This number tells just what 
kind and style shoe at a glance and 
when a new shoe is bought to take 
place of the old one. The old ones in 
stock are marked with an X. 

“For instance, 2001 is in stock, 
and new shoes similar go in stock 
marked with an X on the old shoe— 
2001X. This keeps the numbers low 
and so, in making out your sales slip 
or ticket, instead of writing shoes 
just put 2001 or whatever the num- 
ber may be, and at the end of the 
day you can tell at a glance at the 
tickets what shoes have been mov- 
ing. 

“If there is extra help on a busy 
day it is very easy for them to find 
the shoes wanted, as a list of num- 


4k problem presented for solu- 


























If you must lose your temper, 
leave the room 

















bers can be furnished in a moment 
of every shoe in stock; these are 
easily found, as they are stocked ac- 
cording to numbers. In rotation, 
the higher the last number the lower 
the heel. For instance, 2119 would 
be a lower heel than 2100. I have 
recently put this system in a store 
where there were twenty-three sales- 
people on one floor, and it is working 
fine and all are pleased with the 
system. 

“I will now tell you how I keep 
this stock in the shelves or racks 
by showing you on a separate page. 
Please notice that I start with the 
smallest sizes and narrowest widths 
at the bottom of the racks, going to 
the top, then drop back to the bot- 
tom. This keeps each size and width 
in its place and is much easier found 
than running zigzag, and, also, this 
keeps all one style at the right of 
salesmen or left; that depends on 
which way he likes best to run 
stock. These numbers can be used 
to advantage in the smallest to the 
largest stock. Guess this is about 
as good as I can explain.” 

A guide for extra help who does 
not know the stock—to be kept in 
pocket: 2000, satin; 2100, patent; 
2200, tan; 2300, black kid; 2400, 
black calf; 2500, silver; 2600, suede; 
2700, combination or two tone. 


Boston Retail Shoe Sales- 
men Meet 


Boston.—The first meeting of the 
new year of the Boston Retail Shoe 
Salesmen’s Association was held at 
DuPont’s on Monday, January 4. 
There was a large attendance. Much 
interest was manifested in the at- 
tendance of President Fred N. 
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Greenwood at the N. S. R. A. Con- 
vention, Chicago. In his absence, 
Vice-President Peter F. Girard pre- 
sided. William D. Nugent, advertis- 
ing manager of the Boston Herald, 
gave a talk on “Store Advertising,” 
with particular reference to the rela- 
tion of the interests of the retail 
salesman in this advertising. Dr. 
Emmons of the Harvard Bureau of 
Mercantile Health gave a talk on 
“Hygiene.” Joseph F. Gaugh, mono- 
logue artist, entertained. 


Salesmen’s Service Increase 
Trade 


MEMPHIS, TENN. — Lowenstein’s 
shoe department has shown a fine in- 
crease in business the past year, said 
Buyer S. H. Sawyer, on account of 
the service which the sales force has 
rendered to the public. 

Service, according to the Sawyer 
idea, consists of doing things the 
right way. A salesman must give 
his undivided time and attention to 
a customer; must show goods will- 
ingly; show goods as though the 
salesman placed a great value on the 
goods himself; because a customer 
will invariably place the same valua- 
tion on a shoe that the person sell- 
ing it does. 

A salesman should never find it 
too much of a hardship to show 
goods to a customer, as today’s look- 
er may be tomorrow’s customer; 
should wait on every customer, even 
a “stretch job,” with the same cour- 
tesy as though a high priced shoe 
were being bought. A _ salesman 


should never talk to a customer § 


standing; after addressing her he 
should offer her a seat; should be 4 
patient listener to anything the cus- 
tomer may have to say, even though 
one knows the impossible is being 
demanded. 

The boys are made to understand 
that the department is to be con- 
sidered on the same plane as the re- 
ception room of their own home. 

















When possible, escort customers 
to the door 
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Ambitious Program Outlined By 


Illinois Association 


Year’s Work to Include Special Study by Com- 
mittees of Every Important Phase 
of Retailing 


tion of the Illinois Shoe Re- 

tailers’ Association, a program 
of work for the year has been laid 
out by various officers and commit- 
tees working under the leadership 
of the president, W. J. Crawford, of 
Peoria. ‘Here is the program— 
which we commend to the attention 
of all readers of the BOOT AND SHOE 
RECORDER : 

First, to more closely organize 
and band together not only our mem- 
bers but the entire dealers of the 
State. 

Second, to sell our organization 
and the dealers of the State the 
necessity of our association; first, 
by self-protection; second, by self- 
development; third, by association 
with each other. 

Protection is needed in combating 
wrong legislation. Development is 
needed in combating wrong public 
opinion. Association with each other 
is needed to promote good will and 
closer cooperation with each other. 

The minor activities of our asso- 
ciation has been classified into 


T advance of the annual conven- 


eighteen groups as follows: 


First, important ideas in store 
management. 

Second, devising ways and means 
to prevent the accumulation of slow 
moving stock. 

Third, what can be done to elimi- 
nate unfair competition. 

Fourth, how can we keep pace 
collectively with all new business 
tendencies in the shoe business. 

Fifth, ways and means of combat- 
ing house to house canvassers. 

Sixth, seeking a solution for the 
return goods evil. 

Seventh, a study of more effective 
advertising. 

Eighth, getting manufacturers to 
cooperate with the members of our 
association. 

Ninth, discussion on the pay and 
handling of sales people. 

Tenth, how to best handle credits. 


W. J. CRAWFORD 
President of the Illinois Shoe 
Retailers’ Association 


Eleventh, how best to handle com- 
plaints. 

Twelfth, study of turn-over. 

Thirteenth, how to increase men’s 
shoe business. 

Fourteenth, the importance of de- 
veloping the children’s shoe busi- 
ness. 

Fifteenth, how best to handle 
hosiery department. — 

Sixteenth, how best to handle find- 
ings. 

Seventeenth, how to promote the 
sale of athletic and sport shoes. 

Eighteenth, how to get more ef- 
fective returns from our windows. 

Officers and committee members 
of the association are: 

W. J. Crawford, Peoria, president. 

Dick Schengel, Springfield, vice- 
president. 

W. E. Waegner, Aurora, second 
vice-president. 


John W. Rodgers, Jr., Blooming- 
ton, secretary and treasurer. 


Executive Committee 


Frank P. Meyers, Danville. 
L. S. Abbott, Peoria. 

Thomas Folrath, Decatur. 

F. W. Siebert, Springfield. 
W. A. Catlin, Belvidere. 

R. Huber, Peoria. 

R. Metz, Chicago. 

W. H. Ackerman, Springfield. 
P. J. Hamblin, Monmouth. 
Eugene Kepler, Peoria. 


Membership Committee 


W. H. Ackerman, Springfield. 
Arthur Schulein, Rockford. 
Al Heintz, Quincy. 

Roy Barnstead, Galesburg. 
W. E. Aydt, Cairo. 

Harry Griggs, Rock Island. 


Publicity Committee 


Nels Sulzberger, Peoria. 

J. F. Lord, Aurora. 

J. W. Rodger, Decatur. 
Joseph Lewis, Joliet. 

William Sebel, Mount Vernon. 
Lee Wynes, Moline. 


Resolutions Committee 


George W. Allison, Macomb. 
W. T. Cain, Princeton. 

G. F. Boeland, Rockford. 

W. S.: Reynolds, East St. Louis. 
Frank Voepel, Lincoln. 

A. Raupp, Decatur. 


Grievance Committee 


W. A. Anderson, Galesburg. 
Harvey Bunnell, Bloomington. 
F. E. Foster, Chicago. 

John O’Connor, Chicago. 
Frank Siebert, Springfield. 
J. P. Ruppel, Beardstown. 


Auditing Committee 


Orville Meyers, Peoria. 
Art Luers, Springfield. 
C. E. Bagwell, Rockford. 
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CREPE SOLES 


Retain their Popularity 


Regardless of the increased cost of crude rubber, shoes with 
crepe soles will be demanded. 


Specify R AJ AH Soles 


The Original Crepe Rubber Soles and 
Avoid Disappointment 








We illustrate a crepe sole with vul- 
canized heel which may be had at 
slightly lower cost than the regular 
RAJAH with crepe heel attached. 










\ Accept no soles as 

| Rajah unless they 

bear the trade- 
mark 






The Rajah Sole is 
always identified 
by the trade-mark 
on the shank 






4, &: 
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ALFRED HALE RUBBER CO. 


Established 1837 


ATLANTIC, MASS. 
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=" Kid-e-Proof 


Made with famous Kid-e-Proof soles 


5—8 8%—11 11%—2 


3739 Tan Moccasin Oxford 1.25 1.45 1.70 
3733 Tan Barefoot Sandal. 1.00 1.15 1.40 
3771 Patent One-Strap... 1.15 1.35 1.60 





f No. 3771 3773 Patent Barefoot 1.20 1.35 1.60 
a with rubber heels on 11144—2 sizes 


Cw 








Easter comes early in April 





149 Patent Gore Front—Low Heel 
8%—11 11%—2 24%—8 


2.00 2.25 2.50 





1149 With Modified Toe—Medium Heel 
21,—8 sizes—2.50 





1145 Patent Strap—13-8 Covered Heel 
21,,—8 sizes—2.85 


CwD 


May we send you Hagerstown Shoe & Legging Co. 


complete catalog? Hagerstown, Maryland 
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New findings profits 
Jrom new Repco.Brushes and Daubers 


HE new line of Repco Brushes Repco Daubers are made only in the 
stapled type. Like the brushes they are 


and Daubers offers a fine _ of the finest stock and finish. 
portunity for additional findings 
profits. ent types. The Daubers are made in four 


Repco Brushes are made in six differ- 
No shoe store is complete without _ different types. 
a stock of Repco Brushes and 

Daubers. Customers recognize oat 
their valueinstantly andlittleeffort windows 

is necessary to promote their sale. 

Repco Brushes are made in both the 

stapled and wire drawn types. The wood 

and bristle stock are the best that can be 

put into brushes and are equally good in 

both types, while the wax finish is care- 

fully applied and is lasting. The two types 

differ only in the method of fastening 

the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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These smart styles are one step ahead of 
fashion’s demand 





All at One Price 


$3.25 


French Cord—Kid Lin- 
ing—Flexible Footwear 
Carried in “C” width 
only 











5541 


17/8 13/8 17/8 13/8 
Spike Heel Military Spike Heel Military 
5531 1531 Patent with Black Lizard Trim 556% 15562 Patent with Black Lizard Trim 
5541 1541 Patent with Blonde Kid Trim 5542 15542 Patent with Blonde Kid Trim 
5581 15581 Blonde India Kid with Bois de 55 15582 Blonde India Kid with Bois de 
Rose Trim 


Trim 
5571 15571 Light Grey India Kid with Medium 
Grey Trim 


5543 


13/8 
Military 


17/8 13/8 
Spike Heel Military 
5540 15540 Patent with Blonde Kid Trim 56: Patent with Black Lizard Trim 
5572 15572 All Light Grey India Kid—no 554: 1554: Patent with Blonde Kid Trim 
trim 5 1558: Blonde India Kid with Bois de 
Rose Trim 
Light Grey India Kid with Medium 
Grey Trim 


EMIL LUBLIN, Inc. 


143 West Broadway New York 
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Price Revision 


January the first, revised prices 
of “U. S.” Rubber Footwear 


became effective. 


Folders with prices and illustrations of 
the most important items in the new 
line for 1926 will be mailed early this 
month to all shoe retailers throughout 


the country. 


A salesman is on his way to you with 
samples showing the latest improve- 
ments in and additions to the new 
“U.S.” Rubber Footwear Line. 


United States Rubber Company 
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Rubber Footwear Prices Show 


Average 8% Increase 
Increased Cost of Crude Largely Responsible 


W prices on rubber footwear, 

announced by the United 

States Rubber Company, and 
effective Jan. 1, show an average 
increase of about 8 per cent, due 
almost entirely to the increased 
cost of crude rubber which has 
been steadily moving upward for 
some time. This percentage of in- 
crease, however, is not nearly so 
large as that obtaining in other 
branches of the rubber industry, 
such as tires, for instance. Prices 
quoted by the United States Rub- 
ber Company on its U. S. footwear 
line are as follows: 


BOOTS—HIP 


Men’s Red, Gray Sole 
Men’s Black, Gray Sole 
Men ae Black, Gray Sole, Light 
e 
Men’s , 
Men’s Black oe boots, Red Sole 
Men’s Black, Red Sole 
Men’s Black Shells 


ro) 


PAH 
bono bo 
crore 


S'S eo 
wouaS 
asoaco 


BOOTS—SPORTING 


Men’s Red, Gray Sole 

Men’s Black, Gray Sole 
Men’s Angler 

Men’s Black, Red Sole 

Men’s Black, Red Sole, Light 


Weight 
Men’s Black Vacation, Red Sole 
Men’s Hubbell Fishing, Red Sole 


BOOTS—STORM KING 


Men’s Red, Gray Sole 
Men’s Black, Gray Sole 
aS 8 Black, Gray Sole, Light 


Sol 
Men’s Black Gum Firechief, Red 


Sole 
Boys’ Red, Gray Sole 
Youths’ Red, Gray Sole 


BOOTS—SHORT 


Men’s Giant 

Men’s White 

Men’s Red, Gray Sole 

Men’s Black, Gray Sole 

wee 8 Black, Gray Sole, Light 


ight 
Men’s Na 
Men’s B Bek Rea 80 
= went Black, Red Sols, Light 
e 
yo eBlack Gum Firechief, Red 


e 
Men’ 8 Black Shells 
Boys’ Red, Gray Sole 
Youths’ Red, Gray Sole 





LEGGIN BOOTS 


Men’s Long 
Men’s Short 


BOOTS 


(Women’s, a A ont \ sneering 
$2.75 Misses’ Short, 
2.50 Childr.n’s Short, St Nick 





$2.00 
1.65 
1.30 


BOOTEES 
For Socks 


Men’s Giant High Bootee 

Men’s Giant Low Bootee 

Men’s White High Bootee 

Men’s White Low Bootee 

Men’s Red High Bootee, Gray Sole 
Men’s Red Low Bootee, Gray Sole 
Men’s Black High Bootee, Red Sole 
Men’s Black Low Bootee, Red Sole 
Boys’ Red High Bootee, Gray Sole 
Boys’ Red Low Bootee, Gray Sole 
Boys’ Black High Bootee, Red Sole 
Boys’ Black Low Bootee, Red Sole 
Youths’ Red High Bootee, Gray Sole 
Youths’ Red Low Bootee, Gray Sole 
Youths’ Black High Bootee, Red 


Sole 
Youths’ Black Low Bootee, Red 
Sole 


LUMBERMEN’S—HEEL 
For Wool Boots 
Men’s 2-Buckle Black Perfection, 
d Sole 
Men’s 1-Buckle Black Perfection, 
Red Sole 
LUMBERMEN’S—HEEL 


For Socks 


Men’s Giant Terre Haute 

Men’s Red Erie, Gray Sole 

Men’s Black Erie, Red Sole 

Men’s Black Lumberjack, Red Sole 
Men’s Red Rancher, Gray Soie— 


(15 in.) 
ee Rancher, Gray Sole— 
n. 
Men’s Red Rob Roy, Gray Sole— 
n. 
Men’s Red Rob Roy, Gray Sole— 
(15 in.) 
Mero” Black Rob Roy, Gray Sole— 
n. 
e's Black Rob Roy Gray Sole— 
n. 
Men’s Red Cruiser, Gray Sole— 


n. 
Men’s Cloth Motormen’s Gaiters, 
Red Sole, Buckle or Lace 


LUMBERMEN’S OVERS—HEEL 


For Socks 
Men’s Black Lumbermen’s Overs, 
Red Sole, Low Cut 
Boys’ — Lumbermen’s Overs, 
d w Cut 
Youths’ Black Lumbermen’s Overs, 
Red Sole, Low Cut 


RIBBED LUMBERMEN’S OVERS 


$2.60 
2.35 
2.35 
2.55 
2.35 
2.85 
2.55 
2.00 
2.00 
1.90 
1.90 
1.70 


For Socks 


HECLA 

Men’s Red este, Crépe Sole, No 
Heel, Low 

Men’s Red Hecla, Gray Sole, No 
Heel, High Cut 

Men’s Red Hecla, Gray Sole, No 
Heel, Low Cut 

ms 7 s Red Hecla, Gray Sole, Heel, 

Men’s Black Hecla, Gray Sole, No 
Heel, High Cut 

Men’ 22 he = Gray Sole, No 

Hee 

ag tt s Black a Gray Sole, Heel, 

Men’s Black Hecla, Red Sole, No 
Heel, High Cut 

= ° . Black i Hecla, Red Sole, No 


Cc 
ae hed Hecla, Gray Sole, No 
ee: 


= Bick Hiecia, Gray Sole, No 
el, Low C 
Boys’ Black Hecia, Red Sole, No 
Heel, High Cut 





$1.70 Boys’ Black Hecla, Red Sole, No 
Heel, Low Cut 
1.55 Youths’ —~ a Gray Sole, No 


1.55 Youthy? incl ome, Gray Sole, No 
Heel, Low 

1.40 Youths’ Black Testa, Red Sole, No 
Heel, High Cut 

1.40 Youths’ Black Hecla, Red Sole, No 
Heel, Low Cut 


NIMROD—NO HEEL 
(Light Weight, Sport Shaped, Ribbed Over) 
$2.60 Men’s Red Sebago, Low Cat 


2.60 Men’s Black Se Low C 
2.35 en ? Red Nimr , Gray Sole, Low 


2.35 Mow 4 Black Nimrod, Gray Sole, 
Low Cut 
1.90 a Red Nimrod, Gray Sole, Low 
'u 
1.90 Bo A Black Nimrod, Gray Sole, Low 
u 
1.55 Youths’ Red Nimrod, Gray Sole, 
Low Cu 
1.565 Youths’ Black Nimrod, Gray Sole 
Low Cut 


WALRUS 
(5-Buckle, All Rubber) 


Men’s Red, Gray Sole 
Men’s Black, Gray Sole, Light 


Weight 
Men’s Black, Red Sole 


(4-Buckle, All Rubber) 


Men’s Red, Gray Sole 
— S Black, Gray Sole, 


e 
Men’s Black Red Sole 
Boys’ Red, Gray Sole 
Youths’ Red, Gray Sole 
Women’s Black, Gray Sole, 

Weight 


GAITERS 
FIVE-BUCKLE PORTLAND 


Men’s Black, Gray Sole 
Men’s Biack, Red Sole 


FOUR-BUCKLE PORTLAND 
$3.55 Men’s Black, Gray Sole 
3.35—Men’s Black, Red Sole 
3.00 Boys’ Black, Red Sole 
2.65 Youths’ Black, Red Sole 


TWO-BUCKLE GAITERS 
Men’s Black, Red Sole 
Boys’ Black, Red Sole 
Youth’s Black, Red Sole 
Women’s Black 
Misses’ Black 
Children’s Black 


STURDY—GAITERS 


(6-Buckle Cashmerette) 


Men’s Sturdy, &- Buckle 
Boys’ Sturdy, Buckle 
Youths’ Sturdy” 6- Buckle 
Women’s Sturdy, 6-Buckle 
Misses’ Sturdy, 6-Buckle 
Children’s Sturdy, 5-Buckle 
(4-Buckle Cashmerette) 
Men’s Sturdy, 4-Buckle 
Boys’ Sturdy, 4-Buckle 
Youths’ Sturdy, 4 Buckle 
Women’s Sturdy, 4-Buckle 
Misses’ Sturdy, 4-Buckle 
Children’s Sturdy, 4-Buckle 


EMPEROR—EMPRESS 


High Cut, Jersey Cloth Snow 
Excluders) 


(Six- Buckle) 
$4.65 Men’s Emperor, 6-Buckle 


Light 


Light 


(Light, 
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heabon why over 
60,000 Dealers cay 


Hood, Rubber. Product, 


Why 
the rolled edge on Lastics 


The Lastic edge is made to roll up around nar- 
row shoes and flatten out for wider ones. That’s 


why a Lastic fits so many shoes ~» —~ >» -~ 


udge LASTICS—not in the hand—but on the shoe. chance fit because every store can afford to carry 
t is the perfect fit of a LASTIC that gives that well- the small stock of LASTICS needed to fit every 
shod, smart appearance to the foot. shoe! 
LASTICS not only look better on the foot, but Look for the name HOOD LASTICS on the sole! 
wear better because they fit! Mfg. By Hood Rubber Company, Watertown, Mass. $2.2 
Now you can buy rubbers without fit-risk or Distributed By Hood Rubber Products Company. Inc. 17 
inconvenience! No store need ask you to accept a Watertown. Mass. 
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Look for the Hood Arrow by 
1 
1 


eel ell al od ded el ee 
re DODD COCO SO 


am 







OU Awa sa © ALWAYS + MAINTAINED 





When writing to advertisers please mention Boot ann SHor Recorver 


, 1926 

















January 16, 1926 


Boys’ Emperor, 6-Buckle 
Youths’ Emperor, 6-Buckle 
Women’s Empress, 6-Buckle 
Misses’ Empress, 6-Buckle 
Children’s Empress, 5-Buckle 


(Four-Buckle) 


Men’s Emperor, 4-Buckle 
Boys’ Emperor, 4-Buckle 
Youths’ Emperor, 4-Buckle 
Women’s Empress, 4-Buckle 
Misses’ Empress, 4-Buckle 
Children’s Empress, 4-Buckle 


PEERLESS 
(Close Fitting, 4-Buckle, Jersey Cloth 
Gaiter) 


$3.25 Women’s 
EVER-DRY 
(All Rubber, 4-Buckle Gaiters) 
$3.15 Women’s 
2.65 Misses’ 
2.20 Children’s 
COUNT—COUNTESS 


(Light, High Cut, Jersey Cloth Snow 
Excluders, Automatic Fastener) 


Men’s Count 

Men’s Count (7-in.) 
3.75 Women’s Countess 
3.15 Misses’ Countess 
2.80 Children’s Countess 


GUARDIAN 
(All Rubber Gaiters, Automatic Fastener) 


$3.25 Misses’ Guardian 
2.75 Children’s Guardian 


COLLEGIATE 
(Light, All Rubber Gaiters) 


Women’s Collegiate 
2.75 Misses’ Collegiate 
Children’s Collegiate 


SNOW EXCLUDERS 


75 Men’s Red All Rubber, Gray Sole 
40 Men’s Black All Rubber, Red Sole 


ARCTICS 


Men’s Black All Rubber, Red Sole 
Men’s Arctic, Red Sole 

Boy’s Arctic, Red Sole 

Youth’s Arctic, Red Sole 
Women’s Arctic 

Misses’ Arctic 

Children’s Arctic 


U. S. URBAN 
(Fine Light Jersey Cloth Arctics) 


U. S. STORM ALASKA SHOES 


(High Front Snow Protector, Jersey Cloth) 
“¥ 4 Men’ s Heavy 


1.35 


PATROL 


Men’s Ebony Patrol, Hi-Cut only 
Men’s Despatch Sandal, Hi-Cut only 
Patrol, Gray 
Patrol, Red Sole 

Patrol, Black Sole 

Boy’s Patrol, Gray Sole, Hi-Cut only 
Boy’s Patrol, Sole 

Boy’s Patrol, Black Sole 

Youth’s Patrol, Gray Sole, Hi-Cut 


only 
Youths’ Patrol, Red Sole 
Youth’s Patrol, Black Sole 


Pn pnt fe fh dk fk fh fh ps 


me Robo eoto mm 


ou 


WAD 


AaAonononcn 
© 
~o 
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MARATHON 
(Rolled Edge, Velvet Finish) 
Men’s 
ys’ 
Youths’ 
eee 8 


Misse 
Children’ s 


U. S. HEAVY STORM (Rolled Edge) 
(Heavy, High Vamp, Rain Protector) 
Men’s 

Boys’ 

Youths’ 

Women’s 

Misses’ 

-76 Children’s 


U. S. DEFIANCE (Rolled Edge) 
(Heavy Sandal) 


a 
oO 
~ 


-76 Children’s 


HEAVY STORM—SERVICE HEEL 
(Heavy, High Vamp, Rain Protector) 


$1.10 Men’s 
.94 Boys’ 
-80 Youths’ 
-81 Women’s 
a Misses’ 
Children’s 


U. S. DEFIANCE 


(Heavy Sandal) 
$1.10 Men's 
-94 Boys’ 
J Youths’ 
.81 Women’s 
-74 Misses’ 
-66 Children’s 


HEAVY RICHMOND—SERVICE HEEL 
(Heavy, Self-Acting Sandal) 


$1.10 Men's 
.94 Boys’ 
.80 Youths’ 


HEAVY NORWOOD—SERVICE HEEL 
(Heavy Croquet) 


Women’s 
Misses’ 
Children’s 


$0.81 
-74 
-66 


U. S. STORM 
(High Vamp, Rain Protector) 
Men’s 
.81 Women’s 
-74 Misses’ 
.66 Children’s 


U. S. RICHMOND 
(Light, Self-Acting Sandal) 
$1.10 Men's 

U. Ss. NORWOOD 
(Light Croquet) 


$0.81 Women’s 
.74 Misses 
.66 Children’s 


U. S. PURITAN 
(Light, Self-Acting Clog) 
$1.10 Saen’ s 


ZEPHYR WEIGHT 
(Extra Light Gum Shoes) 


Women’s Storm 
.81 Women’s Norwood 


U. S. STORM (Ankle Strap) 


Men’s 

.91 Women’s 
.94 Misses’ 
Children’s 


U. S. STORM (Fleece) 
Men's 
Women’s 
Misses’ 
Children’s 
U. S. NORWOOD (Fleece) 
Women's 


Misses’ 
Children’s 
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FOOTHOLDS 


Foothold 
Croquet Foothold 
Storm Foothold 
Dainty Foothold 
So-Lite Foothold 


Women’s 
Women’s 
d Women’s 
-65 Women’s 
.65 Women's 


UNIVERSAL LINE 


(Made over special lasts with rounded 
edges, to cover a variety of styles) 


| 
} STORM 
| $1.10 Men’s 
| 94 Boys’ 
| .80 Youths’ 
.81 Women's 
-74 Misses 
.66 Children’s 
RICHMOND 
| $1.10 Men’s 
DEFIANCE 
$0.94 Boys’ 
.80 Youths’ 
| .74 Misses’ 
| .66 Children’s 
CLOG 
| $1.10 Men's 
| NORWOOD 
| $0.81 Women’s 
FOOTHOLD 
| $0.65 Women’s 
WHITE OR TAN GOODS 
STORM 
$1.06 Women's 
97 Misses’ 
88 Children’s 
NORWOOD 
$1.06 Women’s 
.97 Misses’ 
88 Children’s 
FOOTHOLDS 


Women's Foothold 
.80 Women's Croquet Foothold 
.90 Women’s Storm Foothold 


EVERSTICK 
(Low Cut, Self-Acting Shoe) 


$1.10 Men's 


RUSSIAN RUBBERS 
(Red Fleece Lined, Self-Acting) 








wn 
Pr rtporonens 





U. S. STORM 
Men's 
Boys’ 
Youths’ 
Women’s 
Misses’ 
Children’s 


wn 


bah tk tt 


CowKHno 
“CltoK OOo” 


U. S. RICHMOND 
Men's 
Boys’ 
Youths’ 


U. S. NORWOOD 


$1.22 Women’s 
1.05 
‘ 


tote 


Misses’ 
Children’s 


RELIANCE BRAND—GAITERS PEARY 
(Light, High Cut Gaiters) 


Men’s 4-Buckle 
Boys’ 4-Buckle 
Youths’ 4-Buckle 
Women’s 4-Buckle 
Misses’ 4-Buckle 
Children’s 4 Buckle 


“IO Hi to 
Aantconroe 


GLIDER 


(Light, High Cut Gaiters, Automatic 
Fastener) 


Men’s 
Women’s 
Misses’ 
Children’s 


$3.65 
3.35 
2.85 
2.35 
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803 numbers—the new E-J line 


No—of course not—you would The very unique system under 
not think of stocking so many 4 iM i) WN i Wi i which Endicott-Johnson operate 
numbers. Nor need to. The he | | | | —which keeps our huge plants 














Endicott-Johnson line simply going, our 17,000 E-J Workers 


offers youa wide choice. You can we contented, efficient and directly 


interested in every pair of shoes 










concentrate on it. It does not 
limit you to a few styles. You we make—means economy in 
can choose exactly what best manufacture; superiority in 
meets the demands of your par- viene wT of, g" - workmanship; unrivaled values. 
ticular community and class \\ You fear no competition when 


of trade. you sell Endicott-Johnson 
is a 



























































And you can be sure that ‘Better shoes for less money.” 
your orders and reorders will | Have you the latest Endicott- 
always have our most careful iu Johnson catalog? If not, write 
attention. Endicott-Johnson for it today. Men’s dress, work, 
production is enormous. Man- eitinccnselis distillate tate, comfort, sport and hi-cut shoes; 
ufacturing facilities are immense. eapesapee tay sak anty Mises, arebe women’s novelties, Oxfords and 

. ing heavily advertised. Millions of homes are . 
Styles are the latest. Satisfac- being reached—month after month. And comfort shoes; boys’ dress, 
; y this advertising is not a flash in the pan— we 
tion to your customers is assured it is continuous. E-J values and E-J advertis- school and scout shoes; girls 
: : . - ing are the greatest factors for building a 
in every pair of Endicott-Johnson pedndiistietaddabeaisenstieet ath. Oxfords, pumps and school 
shoes you sell. shoes; infants’ footwear. 








ENDICOTT-JOHNSON 


Better shoes for less money 


Endicott, N. Y. 

















Jersey City, N. J. St. Louis, Mo. 


Complete stocks carried in warehouses in 
the above cities to make quick deliveries 
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SHOE TRAVELER NEWS | 
Conducted by Helen M. Haney, Associate Editor 
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Hard Work and Harmony Is 
N. 8. T. A. Slogan for 
Year 1926 


The National Shoe Travelers Association’s fifteenth annual get to- 
gether meeting in Chicago was highly constructive and practical from 
several angles. The history of the organization does not chronicle a 
more constructive and practical convention. The developments at the 
convention were such that, headed by President Charles W. Evans, the 
Travelers are all set to face the business situation in their respective 
territories with a supreme confidence that this year of 1926 will be the 
best ever recorded for the merchants to whom the travelers sell, for the 
manufacturers whose products they merchandise, and for the travelers 


themselves. 

The slogan sounded by President 
Evans at the close of the conven- 
tion was “Hard Work and Har- 
mony.” 

With these four words as their 
key to greater cooperative trade ef- 
fort, the boys are now in their ter- 
ritories and already are booking 
some good orders. 

The traveling salesman of today 
knows that selling the retailer is 
only half of his job. He also must 
show the retailer how to sell to the 
customer. The convention, through 
its addresses and discussions 
proved, beyond all doubt, that the 
fraternity of traveling salesmen is 
composed of real merchandising 
men. It is significant of the mod- 
ern trend in business, that the 
salesman has become more than a 
mere order taker. With the knowl- 
edge of progress gleaned from the 
convention sessions the traveling 
salesman is equipped, more than 
ever, to render a real service to his 
customers. 


Union Men on Trips 


The members of the salesforce of 
the Union Shoe Mfg. Co. of Chilli- 
cothe, Ohio, are now out with new 
lines. The following is the roster of 
men and territories covered: William 
Young, Ohio; L. H. Page, Illinois, 
Iowa, part of Kansas, and Nebraska; 
F. R. Dexter, the Dakotas, Wiscon- 
sin and Minnesota; George L. Holst, 
Detroit and surroundings; B. F. 
Waite, Maryland, Virginia, North 
and South Carolina; L. W. Wetter, 
Florida, Alabama, Georgia, Kentucky 
and Tennessee; LeRoy Hodge, Indi- 
ana and Southern Michigan. 


The Community Hat 


Every traveling salesman 
wore a tall silk hat in the gay 
days of old, when each such 
man was “a knight of the 
road,” as everybody knows. 
And thereby hangs the tale of 
the community hat of Lynn- 
field, a suburb of the shoe city 
of Lynn. 

Shoe manufacturers of 
Lynnfield, several in number, 
clubbed together to buy a tall 
silk hat, in order that the 
town might be represented in 
proper dignity in Boston mar- 
ket, as well as on the road. .. 

For the sake of convenience, 
this hat was kept in the vestry 
of the church, adjacent to the 
railroad station, so that the 
shoemaker, on his way to Bos- 
ton, could get it and wear it 
to market. But if it chanced 
that a salesman ventured on 
a distant trip, and carried off 
that community hat, then the 
other shoe men remained in 
their factories until the hat 
was returned, and, like a book 
in the library, was loanable 
again. 

Such were the simple ways 
of old. 


Brayton with Burdett 


William N. Brayton will represent 
the Burdett Shoe Co. of Lynn in 
Arizona and New Mexico. Mr. 
Brayton will carry this line in con- 
junction with that of Boyd-Welsh 
Shoe Co. 


77 


Interstate Boys Showing 
"Em 


Right after Christmas the sales- 
force of the Interstate Shoe Co. left 
for the various style shows and mar- 
kets. Buford McWhirter’s objective 
was the Hotel Jefferson, St. Louis, 
where he exhibited his line during 
the days of Jan. 3-6. From Jan. 7-9 
he showed his line at the Hotel Mor- 
rison, Chicago. The following is the 
list of the other salesmen, with their 
“whereabouts” as to sample rooms 
and dates of “at homes” to the visit- 
ing buyers: O. J. Newton, Hotel 
Essex, Boston, Jan. 4 to 12; R. E. 
Nash, Hotel Essex, Boston, Jan. 4 
to 12; James E. Merrill, Hotel 
Essex, Boston, Jan. 4 to 12; Harry 
W. Modlin, Morrison Hotel, Chicago, 
Jan. 3 to 12; Ed. Gunnerson, Morri- 
son Hotel, Chicago, Jan. 3 to 12; 
Harold T. Bradley, Morrison Hotel, 
Chicago, Jan. 8 to 12; A. L. Briggs, 
Morrison Hotel, Chicago, Jan. 3 
to 12. 


Rourke with Bedford 


Shoe Co. 


The Bedford Shoe Co. of Carlisle, 
Pa., has recently made arrange- 
ments with B. Rourke of 144 Duane 
Street, Room 305, New York City, 
to carry the combined lines of John- 
son-Baillie Shoe Co. of Millersburg, 
Pa., and the Bedford Shoe Co. of 
Carlisle, Pa., in the following terri- 
tory: All of New York State outside 
of Yonkers down to and including 
Long Island and New York City; 
Connecticut, New Jersey and Dela- 
ware. Mr. Rourke, in addition to 
calling on the trade as often as pos- 
sible, will maintain a permanent 
office at 144 Duane Street, Room 305, 
New York City. 


Maxwell 


Thomas H. Maxwell, who was 
sales manager for Hennessey, Max- 
well & Hennessey, Lynn, starts the 
new year with Lowell-Thomas Cor- 
poration, Newburyport, Mass., 
makers of fine novelty style turn 
shoes. He left on his first trip 
among big cities with a new line of 
samples on Jan. 1. 
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The Symbol : 
of Master 5 
Craftsmanship : SPRING SHADES 





in Kid : of 
F. B. & C. COLORED KID 







.178 BOIS de ROSE 

No. 154 CARAMEL 

No. 40 PARCHMENT 

No. 158 SAUTERNE 

No. 164 BLONDINE 

No. 233 ASCOT TAN 

No. 21 GOLDEN BROWN 
No. 31 OPAL GREY 

No. 26 PEARL GREY 

No. 264 TITIAN 

No. 163 BLUE ROYALE 
No. 81 F.B.&C. WHITE GLAZED KID 


; The merit of F. B & C. Kid will best 
: be realized when seen in the shoe. 
f£ | : 
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AMALGAMATED LEATHER Cos. INC. 


315-317-319 Arch Street, Philadelphia, U. S. A. 
Factories: WILMINGTON, DEL. 
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Norman M. Macdonald, who cov- 

ers sections of the South for 

Moss-Seamans Shoe Co. and Bur- 
dett Shoe Co. 


Norman Macdonald with 
Burdett 


Norman M. Macdonald is to carry 
Burdett Shoe Co.’s growing girls’ 
specialties, together with his present 
line of Moss-Seamans Shoe Co.’s 
hand turned shoes for women. He 
will cover South Carolina and 
Florida and in the following terri- 
tory will work with “Len” Burdett: 
Georgia, Alabama, Mississippi, 
Louisiana, Texas, Oklahoma and Ar- 
kansas. Norman has a host of 
friends among the merchants in the 
Southland. He is one of the best 
known and liked shoe _ travelers 
“making” Dixie. 


The new Neil House, Columbus, 
Ohio, on the old site, opposite 


State House; 655 rooms, and 

plenty of sample rooms. Here 

will be held the joint “get-to- 

gether” of the Ohio Valley Retail 

Shoe Dealers Association and the 

Ohio Shoe Travelers’ Association, 
March 1-3 


Allen with Fern & Poor 


J. Wallace Allen, formerly of 
Knights-Allen Co., Haverhill, is now 
associated with Fern & Poor, New- 
buryport, carrying that concern’s 
line of women’s footwear. 


Ohio Valley Convention— 
March 1-3 


At a meeting of the Columbus Shoe 
and Leather Club, held in the club 
rooms of the Chittenden Hotel, in 
December, it was voted to extend to 
the Ohio Valley Shoe Retailers Asso- 
ciation an invitation to hold its next 
convention in Columbus. This invita- 
tion has been accepted by the mer- 
chants. At the next meeting, com- 
mittees were appointed to look after 
a suitable hotel for this convention. 
The new Neil House was selected— 
the dates—March 1-3. The mezzanine 
floor will be used for convention 
meetings, luncheons, banquet, style 
show, and such other features of 
entertainment and business as the 
committee may determine. 

On the mezzanine floor will also 
be exhibit booths for manufacturers 
and jobbers. The entire 100 feet 
of floor space, just above, will “house” 
all lines desiring sample room space; 
arrangements can be made for a line 
consisting of as many as from 100 
to 200 samples. The prices on rooms 
will range from $3.50 to $6.50 and 
there will be no extra charges for 
removing furniture to give added 
space for exhibits. 

“Heretofore,” says George F. 
Scholl, Secretary-Treasurer of the 
Ohio Shoe Travelers Association, 
who gives us the news of this com- 
ing event, “it has been very expensive 
to exhibit at these conventions, but 
this time the Columbus Shoe and 
Leather Club has taken hold to bring 
these expenses down to the lowest 
possible level. In addition to the 
rates quoted, a $10 fee will be 
charged to defray expenses incurred 
by the committee for entertainment. 
Anyone desiring rooms or booths 
should communicate at once with 
Perry W. Smith, Chairman of the 
Housing and Hotel Committee, care 
of the Columbus Shoe and Leather 
Club, Chittenden Hotel. Charts of 
rooms and exhibition space can be 
obtained on request. Already letters 
asking for space have been received 
from retail shoe merchants from 
Ohio, West Virginia, and Kentucky, 
with congratulations to the travelers 
and pledging their presence and as- 
sistance in making this convention 
one long to be remembered.” 
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Harry P. Lynch, the newly elected 

vice-president of the Boston Shoe 

Travelers’ Association. He rep- 

resents the Howard & Foster Co., 
Brockton 


Pinsker with Bedford 
Shoe Co. 


The Bedford Shoe Co. of Carlisle, 
Pa., has recently completed arrange- 
ments with J. Pinsker of 299 Broad- 
way, New York City, to carry the, 
combined lines of the Johnson-Baillie: 
Shoe Co. of Millersburg, Pa., and the 
Bedford Shoe Co. of Carlisle, Pa. 
He will cover the territory of Yon- 
kers, N. Y., down to and including, 
New York City and Long Island 
in addition to calling on the trade 
as often as_ possible. 


The mezzanine lounge of the new 
Neil House, Columbus, Ohio, 
where the convention and style 
show of the Ohio Valley Retail 
Shoe Dealers’ Association and the 
Ohio Shoe Travelers of the Co- 
lumbus Shoe and Leather Club 
will be held March 1-3 
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BARBOURWELT 


in the new 


CHECKERWELT 


pattern 


The new CHECKERWELT 
provides a style note for Sfring and 
Summer shoes with immense sales 
appeal, more conservative and refined 
than the ZEBRAWELT, yet con- 
spicuous and striking enough to give 
you that “Something New’ that 
your trade want. 


AND it is not a style trim alone 


—it is GENUINE BARBOUR- 


WELT construction. The Solid 
Rib of Sole Leather — part of the 
Goodyear Welt itself—acts as a re- 
taining wall retarding the natural 
tendency to tread over and distort 


the shoe. An added value to any 
shoe ANDa new style note. 


106 manufacturers howe sampled. 


Have you? 


BARBOUR WELTING COMPANY 


Brockton, Mass. 


When writing to advertisers please mention Boot anp SHos Recorver 
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Usual Clearance Sales Mark 


January Business 
Spring Trade Expected to Open Early 














CHICAGO | 


January “Sales” Successful 

Chicago’s January shoe sales 
have made their first bow to Chi- 
cago’s shoe buying public and since 
the close of the Christmas buying 
there has been a very pleasing re- 
sponse to the advertised events— 
much more so than might have been 
expected with the tremendous buy- 
ing that Chicago did at Christmas. 
It was estimated that close to fifty 
million dollars was spent in Chi- 
cago for Christmas gifts. 

For the first time in years the 
Feltman and Curme stores have ad- 
vertised a January clearing sale 
and, at $3.85 and $4.85, their entire 
stocks are being opened to Chicago 
buyers. 

The O and G stores have opened 
their annual sale at $6.85 and $7.85 
and are offering everything that is 
up to the minute in style in this 
sale. It is evident that the season 
just closed must have been a good 
one for the merchandise displayed 
in the sales is new and has all the 
appearance of having recently been 
shipped. 


White Satin Goods During Holidays 


One of the features of the holi- 
day buying was the vogue for white 
satin slippers dyed to match mi- 
lady’s gown and probably more of 
this type of evening slipper were 
sold than any other. 

At the Costume Bootery of O 
and G, the latest thing is the new 
leopard skin slipper, leather color- 
ed to simulate the black and orange 
of the leopard—a vogue that has 
its origination in Paris and brought 
to Chicago by the O and G Stores. 

Generally trade has been lively 
and more satisfying than is usual 
right after the holidays and the 
early response to sale efforts has 
been pleasing to the managers. 


Patents and Satins Still Lead 


Patents and satins still continue 
to lead all other materials in the 








demand and there is considerable 
call for light kid shades, especially 
grays and blonde. Tan calf has 
been selling easier in the past few 
weeks and so have the black calf 
numbers. There is little change 
in the style situation and patterns 
still continue to follow the lines of 
the early winter with little varia- 
tion save in the methods employed 
and the materials. 

Not a few large tongue colonials 
are to be seen, especially in black 
patent and there seems to be some 
favor shown this recurring mode at 
the present time. However, it is 
not the opinion of the buyers that 
this style will run into volume. 


Shoo ’Em Into Shoes 


San Francisco—As a means 
of promoting the sale of chil- 
dren’s school shoes, Sommer & 
Kaufmann urged: 

“Don’t Shoo Them to School 
Until You Shoe Them for 
School at Low Cost and Great 
Savings During the Few Re- 








maining Days of Our 3ist 
Annual Summer Sale.” 








Men’s Trade Better. 


The men’s business has been 
steadily better. John Spalo at the 
Hub Clothing Company says that 
the last week of December and the 
few days so far of this year have 
been the best in the history of the 
department. The men’s department 
of the Hub under Spalo’s manage- 
ment, however, keeps steadily after 
business every minute of the year 
and as a result probably does one 
of the largest men’s businesses in 
Chicago. 


Freeman Shoe Employes Share in 
Profits 


Santa Claus left almost $22,000 
in the stockings of the employes of 
the Freeman Shoe Manufacturing 
Company of Beloit, Wis., in the 
form of bonuses based on the num- 
ber of years service with the com- 
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pany. The day before Christmas a 
Christmas party was staged in the 
plant with Santa and all, and the 
distribution was made in little sur- 
prise packages to which was at- 
tached the envelope containing the 
check. 


Wolfram Opens Chicago Office 


The Wolfram Shoe Factories of 
Madison, Wis., have opened a Chi- 
cago sales office at 404 Security 
Building. F. H. Wohlpe:is in charge 
of the Chicago territories for the 
Wolfram factories. 


Wholesalers Take Inventory. 


Most of Chicago’s wholesale and 
manufacturing firms are busy this 
week taking inventories which, ac- 
cording to reports, will show unu- 
sually small stock holdings thanks 
to a reasonably busy season. In 
spite of the time of the year, orders 
are still coming in and a pretty fair 
volume of spring business is being 
written. 








CLEVELAND 














Retail Stocks Low 


Shoe stores in this city during 
the days preceding the holidays 
were very busy, and they were left 
with stocks that are not above the 
average in quantity. Careful buy- 
ing has created a situation that is 
not unfavorable to the merchants, 
and they go into the new year pre- 
pared to purchase new stock that 
will be needed to meet the chang- 
ing demands of their customers. 

Christmas shopping in the down- 
town stores was brisk, and many in- 
stitutions report sales far in ex- 
cess of those of the previous pre- 
holiday season. Shoe stores shared 
in this buying “spree,” and the vol- 
ume was about up to the average. 


Hosiery Trade Good 


Many dealers report, however, 
that the usual buying of slippers 
was not quite up to standard, but 
dealers who handle hosiery in con- 
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nection with their stocks of foot- 
wear, report sales were very good. 
The lighter colors, with gray lead- 
ing, were in great demand. An 
immense volume of business was 
transacted in silks. 

Merchants never went to greater 
expense nor devoted more time to 
decorating their stores than they 
did during the holiday period, and 
the effects were beautiful. The ef- 
fort brought satisfactory results. 


New Stetson Shop Opened. 


One of the important events of 
the new year here was the opening 
and dedication of the new Stetson 
Shop in the Hollenden Hotel Build 
ing in East Sixth street. The entire 
week of Jan. 4-9 was dedicated 
to the opening. The new store is 
one of the most commodious and 
beautiful to be found in the mid- 
dle West. It is so arranged that 
window display space is unusually 
large. The shop has a frontage of 
70 feet on East Sixth street, and 
also a frontage of 70 feet on the 
Hollenden Hotel Arcade. This gives 
the store 140 feet of window dis- 
play space. There are display cases 
inside the store for both men’s and 
women’s shoes. 

The interior is finished in wal- 
nut, light brown in color and the 
light from the two immense win- 
dows is a great asset. In the cen- 
ter of the store is the office of the 
manager and wrapping counter, 
and it is so arrangéd as to be equal- 
ly handy to all parts of the sales 
room. 

A banquet that was given in the 
Hollenden Hotel Monday, Jan. 4, 
was an enjoyable event in con- 
nection with the dedication, with 
George L. Harger, the manager of 
the Cleveland store, acting as 
toastmaster. Other speakers in- 
cluded Theodore DeWitt, manager 
of the Hollenden; A. M. Horton, 
New York City; M. W. Wilberding, 
Cleveland; Stanley Heald, Boston; 
N. J. Strider, Cleveland; Harry L. 
Buck, Dayton; W. A. Bates, New 
York City, and Richard Mahanna, 
Columbus. 


| MILWAUKEE | 


Winter Stocks Being Cleared Out 


Clearance sales in Milwaukee 
shoe stores are now in full swing, 
and merchants seem very well sat- 
isfied with the manner in which 
their various events have started 
off. The St. Louis style show and 
the Chicago convention took many 
dealers away from the city shortly 


Effort Made to Restrict 
Unsolicited Mer- 


chandise 


WASHINGTON—In an effort 
to restrict the growing ten- 
dency to “buy it or return it” 
merchandising campaign, 
Representative Henry W. 
Watson, of Pennsylvania, has 
a bill pending before the Com- 
mittee on Post Offices and 
Post Roads which deserves 
the consideration of every re- 
tail merchant. 

The bill is known as H.R. 
3991, and is entitled “A bill 
prohibiting the sending of 
unsolicited merchandise 
through the mails.” It had 
its start in an agitation con- 
ducted by the Norristown 
(Pa.) Times Herald after the 
townspeople had been flooded 
with merchandise not ordered 
and not wanted. The bill pro- 
vides that “it shall be unlaw- 
ful for any person or concern 
to send unsolicited through 
the mails parcels of merchan- 
dise for the purpose of sale to 
the addressee.” It also in- 
structs postal employees to 
refuse delivery on such par- 
cels. 

“Postmasters are au- 
thorized to make an in- 
quiry into the mailing of 
parcels where there is 
reason to believe that the 
parcel has not been or- 
dered by the addressee. 
The postal service shall 
not aid or assist by the 
investigation of losses of 
any merchandise, by the 
transmission of money in 
payment of merchandise, 
or otherwise, any person 
or concern doing busi- 
ness, in whole or in part, 
by a method or practice 
of sending to addressees 
merchandise which has 
not been ordered by such 
addressees or in their 
behalf.” 


It is expected that hearings 
will be held on this legislation 


at an early date. | 


after the beginning of the month 
to complete their plans for spring 
buying, but in the majority of 
cases, the sales to reduce stock 
were already well under way. Ina 
few instances, spring shoes have 
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made their appearance, and the 
early demand indicates that the 
new colored kids will be most fav- 
orably received. 

The I. Miller shoe department at 
Reel’s ready-to-wear store held a 
special sale of fall and winter 
styles to clean out the shelves, and 
it proved an exceptionally success- 
ful event. The store was crowded 
the opening day, and several days 
following brought in a large num- 
ber of customers. No trend as to 
styles or materials could be noticed 
as a general line was moving, ac- 
cording to H. I. Tieman, manager of 
the department. 


No One Style Moving Best 


“The opening days of our clear- 
ance sale went over big, and the de- 
mand has been keeping up fairly 
well, although we naturally ex- 
pected things to quiet down some- 
what after the first three days,” re- 
ported Robert Weaver, floor man- 
ager of the Walk-Over shoe store. 
“We are going ahead of last year 
in every department except rub- 
bers and arctics, but the weather 
has been against us there. A gen- 
eral assortment of shoes has been 
moving, with price rather than 
style directing the selections. We 
have noticed a bigger call for medi- 
um heels than we anticipated.” 

Although clearance items have 
been featured in the shoe depart- 
ment at the Boston Store, interest 
is now beginning to center around 
several styles in spring shoes 
which are being shown in the 
women’s section. 

“We have been showing a few 
styles in colored kids since the first 
of the year, and have been doing 
very well with them,” stated J. C. 
Michael, new shoe buyer for the 
Boston Store. “Judging by the 
manner in which these few styles 
are being accepted, it will be a big 
season for colored kids. We are 
featuring two new shades at the 
present time, parchment and sau- 
terne, and they look the best for 
the season. At present sauterne is 
a little the stronger, but I believe 
that parchment will come to the 
front about the first of March and 
will hold good for the rest of the 
season.” 

Colored Kids Moving 

The Boston Store is featuring 
colored kids in two styles particu- 
larly which they believe will be 
very good. One is a pump with a 
small tailored bow, and the other 
an oxford. The bow pump in a 
two-tone combination with a parch- 
ment vamp and sauterne quarter 
has proved the most popular. Mr. 
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CONVENIENT 
SERVICE STATIONS 


for the famous 


GOODYEAR GLOVE 






od 
RUBBERS 
MARION, IND. COLUMBUS, OHIO 


DETROIT, MICH. CHICAGO, ILL. 
GRAND RAPIDS, MICH. 


For bigger profits, prestige and lasting good 
will, feature GOODYEAR GLOVE RUB- 
BERS—the quality line. 

With liberal stocks, a wide variety of kinds, 
a rubber for every last, we are ready to 
give you 100 per cent service with same 
day as ordered deliveries. ° 


Wire or mail your at once orders to the 
branch nearest to you. 























Women’s on Brit, Ashton and Eton...... $2.10 
EE TNS oS gna ke \ecerdt Pee ohRne a ale 1.95 
INR ID 6 5 /ag4. cw ies 6 0% we Ohere 90% 1.75 
Men's on Brit and Ardsley............. 2.60 
OS SE ee ee 2.35 
EY MN 6 ost oS Siw v aon 0:6 90 Deedee 2.10 


Prices Subject to Change Without Notice 











Coral 
Gables 





New Ornament 
DeLuxe 








A notably smart creation in black silk ribbon, with 
imitation pearl beads around edge and ‘tut steel 
ornament in center—per dozen pairs.........++.-- 











No. 112 and 116. No. 140. Rhine- 

Welt Beaded stone Buckles— 
Buckles, 

For brilliance, for artistry 


as illustrated above, as- of design and for careful 
sorted, with attachments, workmanship these are un- 


SOE. FOo vecvccesvvses $12.00 rivaled at the price. With- 

out inlays and attachments, 

No. 144. Beaded i a. ee $26.00 
Buckles— 


With inlays and attach- 


a very popular number. Two ments, per doz. pr... .$28.00 


rows, four strings of steel 

and blue beads—assorted de- Our very finest Rhinestone 
signs—Per doz. pr., with at- Buckles, assorted, complete, 
Cpekenete 6c césccccs $10.50 per doz. pr.......... $34.00 





A New Number in Metal Buckles— 
Assorted Patterns—Per Doz. Pr. 
$4.70 
Complete with Inlays and Attach- 
ments, Per Doz. $7.80 














Per doz. pair 
Rhinestone Vamp Ornaments, a pleasing assortment. .$4.00 
Rhinestone Vamp Ornaments, finer grades. ....$6.00 to 8.00 
Rosettes with Rhinestone Buttons—knife pleated ribbon 8.00 
Ideal Powder Puffs of very fine ribbon.............. 6.00 
Beaded Edge Bows, a fine selection.................. 6.00 
Instep Straps, braided, patent leather or satin........ 


SPATS for Spring Wear 
(Pearl gray and light fawn will be big sellers) 


Style 110 Pearl Gray Felt Spats, per dozen pair...... $12.00 

Style 114 Spats—pearl gray and fawn kersey cloth, 
leather trimmed, with 4 hand sewed buttons, doz. pr. 20.00 

Style 110 Fawn Felt Spats, per dozen pairs........ 11.50 





Mail Orders Receive Prompt Attention 


Ideal Manufacturing Co, 


The House of Shoe Specialties 


4248 N. Crawford Ave. 


CHICAGO 
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Michael speaks favorably of lizard 
trimmings, but only in cases where 
just a touch of trimming is used. 
Rather than extensive use of lizard, 
he prefers a two-tone kid. 


MINNEAPOLIS 


Prosperous Year Predicted 


The last half of 1925 and partic- 
ularly the month of December 
saved the year from registering a 
step backward for Minneapolis 
business, including the shoe trade. 
The year just closed started off in- 
differently and the end of the first 
six months exhibited a rather sad 
showing. The summer and early 
fall showed steady improvement. 
Then a warm November caused a 
relapse. But December came back 
with a wallop and rounded out the 
year very satisfactorily. Deposits 
in Minneapolis banks at the end of 
the year showed $6,000,000 more 
than the year before—this despite 
the great gain of $50,000,000 at the 
close of the previous twelve 
months. Deposits now are $325,- 
000,000. A spirit of optimism fills 
the air and business in every line 
is looking for big things in 1926, 
which already has started off well. 

Strip Pump Popular 

Every shoe shop in Minneapolis 
is giving prominence in display to 
the strip pump, thus admitting its 
popularity among the women folk. 
In patent leather or satin, it is the 
big favorite. In its latest showing 
here, the strip pump is spike-heeled 
and medium-toed, in one piece or 
with collar around the top. The 
buckle, which of course, went big 
during the holidays, is still good, 
as is the rhinestone ornament. The 
latest revival shown here is the in- 
step strap pump. This shoe has a 
sort of tongue run straight up the 
foot and this is held by a strap com- 
ing around from the side. Blonde 
kids are coming in and some pretty 
creations in combinations are be- 
ing shown, some with the applique 
or floral designs on the vamp, 
others with insets of alligator or 
snake skin. 


| DETROIT | 


After-Holiday Business Continues 
Good 


Retail shoe stores continue to 
find business brisk after a good 
holiday business. Some of the 





larger stores report the Saturday 
after New Year’s as a_ record 
breaker. 

Early January business is being 
stimulated by January clearance 
sales and there is no time in many 
years when the customer could buy 
good staple makes of footwear at 
such low prices as at present. It ap- 
pears to be the settled policy of 





If Hosiery, Why Not 
Neckties Also? 


Minneapolis—If an attrac- 
tive pair of socks, why not a 
snappy necktie? That’s the 
way Harry J. Donnelly, pro- 
prietor of the Donnelly Boot 
Shop, reasoned. And he stepped 
right out and bought a beau- 
tiful line of neckties and gave 
them a prominent display in 
his store and windows and 
otherwise let the world know 
about them. 

“It helped in more ways than 
one,” said Mr. Donnelly. “Men 
who come in to buy shoes and 
a pair of hose can easily be 
persuaded to add a necktie, 
when they see how attractive 
looking they are. A man who 
is buying a pair of dress shoes 
and fine hose has ‘dress-up’ in 
his mind, and it takes no mind 
reader to tell it. He is in the 
mood to listen. 

“Then it helps in other ways. 
The woman who may be at- 
tracted by a pretty necktie in 
the window and comes in to 
buy it for one of the men folk 
can often be interested in the 
hosiery and sometimes in the 
women’s shoes. I firmly be- 











lieve that neckwear can be 
worked along with the foot- 
wear business.” 





Detroit merchants to hold their 
clearance sales early to make way 
for the earlier presentation of 
spring lines. Not only are the de- 
partment stores with shoe depart- 


‘ments holding clearance sales, but 


practically every downtown ex- 
clusive shoe store is following the 
same practice. 


Fyfe Holds Big Sale 


R. H. Fyfe & Co. are holding 
their annual pre-inventory sale in 
which 15,586 pairs of shoes are in- 
cluded. This sale is store-wide in 
extent and includes footwear on all 
their floors. Two thousand and 
ninety pairs of women’s high-grade 
shoes formerly sold up to $18.50 
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are lumped at $9.90 per pair; 26388 
pairs formerly sold up to $10 are 
offered at $6.90, while 900 pairs of 
up-stairs stock previously sold as 
high as $15.50, are offered in the 
basement at $3.95 a pair. The 
men’s lines are divided into three 
prices: $10.90, $8.90 and $5.90. 
Over 6000 pairs of boys’, girls’ and 
infants’ shoes are reduced in price 
for this sale. 

Queen Quality Boot Shop offers 
3917 pairs of women’s shoes at 
$4.90, 2593 pairs at $6.90 and 1847 
pairs at $8.90. All types of shoes 
and all leathers are included in this 
sale. This firm does an immense 
hosiery business and three of their 
best numbers are included in their 
January sale. 


New Spring Styles On Sale 


C. H. Baker offers in their Janu- 
ary sale new spring lines at two 
prices: $5.45 and $6.95, including 
satin, velvet, patent, calf, kid, gold, 
silver and brocaded lines. 

Most of the high-grade shops lo- 
cated on Washington Boulevard of- 
fer their usual 20 per cent discount 
on all stocks. Hanan & Sons fol- 
lowed their usual custom of offer- 
ing the customers on their mailing 
lists a few days’ courtesy oppor- 
tunity of purchasing at sale prices 
before the sale was announced 
through the papers to the general 
public. 

S. L. Bird & Sons are holding 
their usual semi-annual 1/3-off sale 
in which a great many of their 
women’s and men’s footwear lines 
are included. Hudson’s grouped 
their clearance lines of women’s 





footwear in three prices: $4.45, 
$7.45 and $9.45. 
ATLANTA 





Holiday Trade Broke Records 


The shoe dealers in Atlanta with- 
out exception seem to be more than 
satisfied with the volume of busi- 
ness they enjoyed during the recent 
holiday season, which appears to 
have been about the best the trade 
in Atlanta has experienced during 
that season in the past five or six 
years—the best, in fact, of any 
season since the inflation period 
which immediately followed the 
war. All through December, in 
fact, business was very brisk in all 
departments for the dealers in At- 
lanta, and from reports reaching 
the jobbers here it seem apparent 
that dealers in nearly all parts of 
the Southeast enjoyed an unusually 


(CONTINUED OF PAGE 92) 
























































BOOT AND SHOE RECORDER January 16, 1926 

















NORTHWESTERN LEATHER (0 Terst 


144 SouUTH STREET 


hes Robmsen 


When writing to advertisers please mention Boot AND SHoE RECORDER 








January 16, 1926 - 


BOOT AND SHOE RECORDER 87 


Spring Orders Keeping Shoe 


Factories Busy 








CINCINNATI 


Sullivan’s Auditor Dies 


Eugene L. Berens, for the last 12 
years auditor of the P. Sullivan 
Shoe Company, Cincinnati, died at 
his home last week. Mr. Berens was 
quite popular with the members of 
the office force of the P. Sullivan 
Company, and his loss is felt keenly 
by his colleagues and the officials 
of the concern. 


Club Has New Chef 


Good dinners, such as only a 
southern negro mammy can cook, 
can now be obtained at the dining 
room of the Shoe and Leather Club 
of Cincinnati. The club employed a 
new chef, Mrs. Robinson, last week 
and kicks about the quality of food 
served in the dining room have 
ceased. This change in the kitchen 
force of the Cincinnati club is ex- 
pected to bring more of the mem- 
bers to the club for their noon 


meals. 
Joe Blacker Dies 


Joseph H. Blacker, 94 years old, 
one of the founders of the former 
shoe concern of Blacker & Gertle, 
died at his home in Cincinnati last 
week. He retired from the shoe 
business in 1904 after serving in 
the trade for.a number of years. 

Mr. Blacker was born in Crom- 
well, England, and came to Cincin- 
nati in 1852. He learned the shoe 
business in the Queen City and 
turned his knowledge to his own 
profit by organizing the firm of 
Blacker & Gertle to manufacture 
women’s shoes. 

Surviving Mr. Blacker are his 
widow, Mrs. Rosa J. Blacker, his 
daughter, Mrs. W. N. Brodis, and a 
grandson, Joseph Blacker. 


Fred Roth On Mend 


Fred Roth of the Roth Shoe Com- 
pany is recovering rapidly from an 
operation for appendicitis which 
was performed a week ago. He now 
is convalescing at his home. Fred 








Novelty Effects Leading 


said he expects to return to work 
within a few weeks. 


J & K Busy 


“Despite the fact that many of 
our men are at the style shows, we 
are having quite a busy time,” de- 
clared Richard Stix, of the Julian 
Kokenge Shoe Company, Cincinnati. 
“The colored kid craze is still 
threatening for the spring, and we 
are preparing for this, together 
with high heels, which have been 
forecast by style prophets. The 
usual heavy demand for black pat- 
ent leather and satin continues un- 
abated.” 


Predicts Success for Men’s 
Featherweights 


Houston, Texas—Joe Baehr, 
shoe buyer for Sakowitz Bros., 
is much encouraged with the 
outlook for the men’s shoe 
business. He finds that there 
is a distinct tendency among 
men to buy better merchan- 
dise. The campaign for black 
shoes after six is bearing fruit 
for him, he having sold more 
Tuxedo footwear than ever be- 
fore. These dull leather dress 
shoes mean many extra sales. 
The man who buys the regu- 
lar street weight tan shoe is 
now buying practically the 
same last in a lightweight 
black shoe. Mr. Baehr pre- 
dicts the biggest season ever 
for featherweights. 





Sullivan’s Prospects Good 


“We look for a big increase in our 
business during the latter part of 
January and through the month of 
February,” said John Sullivan, of 
the P. Sullivan Shoe Company. “Re- 
tailers are nibbling at everything 
but we have a big demand for kids 
and black patent leather.” 


Roth Showing Increase 


“Business for the past months 
has been larger than we expected,” 


declared Jack Roth, of the Roth 
Shoe Company. “After the style 
shows we expect to see business be- 
come heavier than it is now. De- 
mand for our Band Grip shoe is in- 
creasing. We have opened several 
new agencies for this shoe during 
the past month.” 


Officers To Be Elected 


The Shoe and Leather Club of 
Cincinnati will conduct its annual 
election Feb. 6 in the club head- 
quarters, at 520 Main Street. Frank 
Hellmers is recalled to the colors 
by both tickets, and his election to 
the presidency of the club is as- 
sured. Mr. Helmers served the club 
as its president once before. E. E. 
Furstenau is chosen by both tickets 
for secretary, so it is a foregone 
conclusion that “Ernie” will be the 
new secretary of the club. 

For vice-president the Red ticket 
has named Leslie Joseph and the 
Blue ticket has selected Charles 
Resienberg to oppose him. On the 
board of governors the Red ticket 
has named L. B. Cahill, Jr., and 
George Springmeier, while the Blue 
ticket has selected J. Bush and Ben 
Dulley. 

Lape in California 


The sunny climate of California 
is agreeing so well with Harry N. 
Lape of the Julian Kokenge Com- 
pany, Cincinnati, that he has de- 
cided to remain there a while long- 
er. He returned last month from 
the Hawaiian Islands, where he had 
gone for his health. He was joined 
by Mrs. Lape in California upon his 
return from the South Seas. When 
he will return to Cincinnati is prob- 
lematical, according to Richard 
Stix of the Julian Kokenge Com- 


pany. 


Shoe Prices Stable 


All of the general line houses 
had their sales forces in headquar- 
ters during the past week. The new 
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¢ American Interlocking Shoe Store 
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Travelers Shoe Company, Boston, Mass. 


A well dressed store 
brings well dressed trade 


2 paaage looking, attractive shoe stores attract not only more trade— 
but also better trade. For people prefer to buy of—and be seen 
in—progressive, prosperous looking stores. 

And further—shoppers the world over have more confidence in well- 
groomed stores, more respect for the merchandise. For good appear- 
ance in a store naturally reflects careful management—better values— 
and quality goods. 

Modern, high grade, comfortable shoe store chairs— American Inter- 
locking Shoe Store Chairs—can be the greatest factor in giving your 
store an air of distinction—a background of prestige. 


15 years of experience offered free to you 
For more than 15 years we have made a specialty of Shoe Store Chairs. Have pro- 
duced thousands of chairs—equipped leading stores from coast to coast. 
Our designers and draf: experts in their work—will suggest free, and with 


no obligation on your part, an arrangement of chairs to enable you to serve more cus- 
with speed and convenience and add greatly to the decorative effect. 








; 


Illustrating 
No. 9015 
PMuliple ply back. 


Padded seat with or 
without springs. Imi- 
tation leather cover- 
ing. Birch Lan 

rown mahogany fin- 
ish, 


—i)— 


These great 
features 


Greater comfort 
customers. 

Greater durability —these 
hairs are guaranteed 


15 years of 
to serve and assist you. 














Suggestions gladly forwarded by our Shoe Store Service department if you will write us. 


Send today for our illustrated booklet, “The Shoe Store Beautiful.” It shows 
many attractive shoe store chair styles and installations. It will be sent you free. 


American Seating Company 


1016 Lytton Building Chicago, Illinois 
BRANCH OFFICES: 


NEW YORK PHILADELPHIA TON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, ose Canal 8&t. 
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lines have all been carefully scru- 
tinized, and the men will return to 
their territories at once. 

A stabilization of shoe prices for 
the year 1926 is predicted by all of 
the manufacturers, and no change 
of prices during the next 12 months 
is looked for. Optimism is profuse 
throughout all of the selling forces. 
Business prospects seem even bet- 
ter than a year ago, according to 
the salesmen. 


Brown Shoe Sales Conference 


The Brown Shoe Company con- 
cluded its sales conference with a 
banquet Wednesday evening, Dec. 
30, at the Coronado Hotel in the 
Pal-Lido Ballroom. Three hundred 
and fifty representatives of the 
Brown Shoe Company, including the 
officers and directors, were present. 

An elaborate entertainment pro- 
gram preceded the business portion 
of the program. T. F. James, sales 
manager of the company, was toast- 
master, and predicted for the com- 
pany a bigger year than 1925, which 
was one of the biggest in the con- 
cern’s history. He urged the sales 
force to make every effort to in- 
crease sales in their respective ter- 
ritories, and was sure that this re- 
sult will be accomplished. 

John A. Bush, president of the 
company, sounded a progressive 
note when he stated that econo- 
mists are confident that a prosper- 
ous year is just ahead. 

He stated the company showed a 
gain of 11 per cent in pairs, a big 
increase in view of the fact that the 
gain of the entire nation was only 
5 per cent. 

Contracts for the new Vincennes, 
Ind., plant have just been let, and 
this plant is expected to be com- 
pleted within six months, he stated. 
Walter E. Tarlton, secretary, was 
another speaker on the program. 
The arrangements for the affair 
were in charge of A. G. White, ad- 
vertising manager, and Clark Gam- 
ble, assistant sales manager. Major 
Levy, show director of the St. Louis 
Pageant of Footwear Fashions, fur- 
nished the entertainment for the 


party. 
International Annual Report 


The annual report of the Inter- 
national Shoe Company for the year 
ending November 30, 1925, showed 
net sales of $114,265,987.93. The 
net income after deducting all oper- 
ating expenses and taxes was $12,- 
721,444.75. Dividends paid for the 
period were $6,024,000 leaving net 
surplus earnings of $6,669,444.75 
carried to the common stock capital 
account, now $60,176,136.53. 


Inventories of manufactured mer- 
chandise on November 30, 1925, 
were $11,517,324.93 against $10,143,- 
955.10 at the end of the previous 
year, an increase of $1,373,369.83. 

At the close of the year the 8 
per cent cumulative preferred stock 
of $17,800,000 was retired at $115 
per share and a new 6 per cent 
cumulative preferred stock of $10,- 
000,000 was issued. The difference 
between the two issues, plus the 
premium on the old issue was paid 
out of the cash funds of the com- 
pany without the necessity of bor- 
rowing any money. After this 
change in the capital structure the 
current assets were $50,756,087 
while current liabilities aggregated 
$6,318,355 or a ratio of 8.03. 


BROCKTON 


Bailey Co. Discontinued 


George W. Bailey Co., for more 
than 25 years engaged in the man- 
ufacture of shoe trimmings in 
Brockton, has closed its plant and 
discontinued business. George W. 
Bailey, head of this concern, says 
that the increasing demand for 
men’s shoes of the oxford pattern is 
the principal cause of the closing of 
this business, inasmuch as the 


trimmings for the men’s bal and 
blucher pattern shoes constituted 
the principal part of the company’s 
product. 











Sell Salespeople First 


“Salesmen will sell what 
they like. Also what they 
think the customer will like, 
so my job is to make every man 
like every shoe on the wall,” 
is the way Ben Goldberg of the 
I. Miller store of Houston puts 
it. “Sometimes that is a 
harder job than it appears on 
the surface, even with our 
shoes, for it is only natural 
for men to have their likes and 
dislikes. . Time spent in sell- 
ing our own salespeople every 
line of shoes means a uni- 
formly clean stock in the end.” 





Increase Production in Holbrook 


The Brockton Shoe Manufac- 
turing Co., with plants in Brockton 
and the.nearby town of Holbrook, 
Mass., is increasing its output of 
the grade produced in the Holbrook 
factory, which is a popular priced 
proposition in men’s welt footwear. 
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The increased demand for this class 
of shoes is responsible for the deci- 
sion of President O’Neill of the 
concern to concentrate production 
in the Holbrook plant. 


Purchases Interest in Supply 
Company 


E. A. Jones & Co., makers of shoe 
manufacturers’ supplies, Brockton, 
has as an additional member, A. E. 
Finn, who has purchased an in- 
terest in that concern. Mr. Finn was 
formerly connected with a local 
supply house. 


Fleming Resigns Position 


Harris W. Fleming, for the past 
20 years associated with Churchill 
& Alden Company, shoe manufac- 
turers of Brockton, and more re- 
cently sales and advertising man- 
ager, has resigned his position with 
that house. Mr. Fleming’s resigna- 
tion comes about through his desire 
to make a change in his work and 
enjoy a vacation period. He has 
been for years an indefatigable 
worker in promoting the interests 
of the firm with which he has been 
so long associated. He has a host 
of friends in all parts of the United 
States who will wish him success in 
any and all of his new under- 
takings. 


Goring Concern Removes 


The Hub Gore division of Ever- 
lastik, Inc., Brockton, will be re- 
moved to Chelsea, Mass., where the 
headquarters of the concern is 
located. The purpose of the move 
is to reduce operating expenses. 
The up-to-date machinery utilized 
in the Brockton plant will be moved 
to Chelsea soon after the taking of 
inventory in Brockton. Herbert & 
Rapp Co. in 1883 began the manu- 
facture of goring in Brockton, 
building their plant on North War- 
ren Avenue. In 1892 the concern 
was incorporated as Hub Gore 
Makers. Albert Herbert was pres- 
ident, William Rapp, general man- 
ager and E. B. Page, treasurer. The 
plant had been enlarged and at that 
time the concern was the largest 
consumer of rubber thread in the 
world. Mills were operated at Cam- 
den, N. J., also Chelsea, and Rock- 
land, Mass. A brick addition to the 
plant was completed in 1892, when 
the firm was producing about 60 
per cent of all the goring made in 
the United States. In January, 
1915, the company was taken over 
by Everlastik, Inc., a concern made 
up of a merger of various mills. The 
removal is expected to add much to 
the efficiency of the concern. 
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Snappy IN STOCK Styles 


Gray Kid 16/8 Full Louis heel 

Blonde Kid 7 Full Louis heel 

ae 12/8 Cuban heel 

B e 17 atin eel 

BI . 202 Patent "Laminar 16/8. Full Louis heel 

Patent Leather 16/8 Full Louis heel x 403 Patent Leather 12/8 Cuban heel 
Patent Leather 12/8 Cuban heel x 407 Patent Leather 9/8 Fiat heel 

83 Levors White Cab. 16/8 Louis heel 


5 
A, B and C, 3 to 8 


HANNAH SON C3 
HAVERHILL.MASS. 
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CHICAGO PROVED— 


THE POPULARITY OF 


RHINESTONE BUCKLES 


and 


RHINESTONE HEELS 


Our sales in both of these were very large. The 18/8 Spike Heel and the Colonial type 


of buckle as well as several small vamp ornaments were particularly well considered. 





ee 


Tr 


We Would Be Glad to Submit Sample Selections 
of the Styles Most Wanted on Request 


MAZER BROTHERS 


MANUFACTURERS AND IMPORTERS 


914 WALNUT STREET PHILADELPHIA, PA. 
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| HAVERHILL 


Trend Toward Plain Effects 


It is recognized by Haverhill 
manufacturers that buyers are now 
turning from extreme styles to 
plainer and more staple patterns. 
They are working out their new 
samples along more conservative 
lines than heretofore. Pumps, step- 
ins and straps with oxfords as a de- 
veloping style, are featured in the 
new samples. Light colors befitting 
the spring season are prominent in 
these patterns, including cham- 
pagne gray, tan, blonde and white 
in kid. Patent and satin are also 
among the favored materials. Lasts 
run to the medium width toes. 
Heels are substantially higher than 
last season. Ample supplies of ma- 
terials are in hand at the factories 
and a plentiful supply of skilled 
labor is available. Haverhill man- 
ufacturers are pushing orders 
through their factories at a speed, 











an efficiency which assure the best , 


results from buyers’ and consum- 
ers’ point of view. Easter, coming 
earlier this year, necessitates the 
placing or orders correspondingly 
in advance of requirements, a point 
which Haverhill manufacturers 
stress in their contact with buyers 
at this time. 


Business Prospects Bright 


At the beginning of the new year 
the outlook for Haverhill’s shoe 
manufacturing industry is brighter 
than for several years past. Mem- 
bers of the local trade feel confident 
that under the new working agree- 
ment between manufacturers and 
the workers’ conditions are favor- 
able for a large volume of business 
during 1926 through assurance of 
continuous production and prompt 
deliveries. Shoe buyers are ex- 
pressing, in a practical way, their 
approval of trade conditions in 
Haverhill by placing early orders 
for the spring and Easter trade. 
Salesmen representing Haverhill 
concerns are making favorable re- 
ports regarding contact with buy- 
ers. While recognizing that keen 
competition exists, these represen- 
tatives are nevertheless firm in the 
belief that Haverhill’s styles and 
workmanship are unsurpassed. New 
patterns introduced at the Chicago 
and St. Louis exhibitions and also 
to buyers generally, are attracting 
favorable attention as representing 


practical novelties which the trade 


desires for the coming season. 


Rickard Broadcasts Optimism 


In the belief that Haverhill is 
standing at the open door of pros- 
perity during the coming year, Ed- 
ward M. Rickard, president of the 
Haverhill Shoe Manufacturers’ As- 
sociation and head of the Rickard 
Shoe Company, broadcasts to the 
trade a statement regarding Haver- 
hill’s ability and desire to serve the 
trade to better advantage than ever 
before. In part he says: 

“With harmony assured through 
our five-year arbitration agreement 
which we believe to be the most for- 
ward looking machinery existing 
for the regulation of industrial con- 
ditions in any shoe center of the 
country, the industry can devote it- 
self whole-heartedly to the better- 
ment of the Haverhill product. It 
is fitting that Haverhill, the queen 
shoe city on the Merrimack, which 
cradled the turn industry, should 
have taken this step—a triumph of 
reason and scientific principles ap- 
plied to a complex economic situa- 
tion.” 








You Can Have These 
Shoes—If They Fit 


Detroit—Hack’s Orthopedic 
Footwear Shop, Stroh Build- 
ing, Adams Ave., W., are ex- 
hibiting an immense pair of 
men’s shoes, size 22 EEEE. A 
card in the window states: 

“If this pair of size 22 EEEE 
fits you, you may have them.” 

















Kimball Heads Associated Indus- 
tries 

Joseph C. Kimball, formerly of 
Kimball & Sherman Co., Haverhill 
shoe manufacturers, is now presi- 
dent of the Associated Industries of 
Massachusetts. As the head of that 
important organization President 
Kimball recently stated for publica- 
tion that there are great opportuni- 
ties ahead for New England. In 
part Mr. Kimball said: 

“Young men of capacity should 
be able to locate profitably in New 
England and should be given the 
necessary encouragement to remain 
here. The wise expenditure of suf- 
ficient funds to put our industry on 
a basis to meet competition, not 
only in these days of prosperity but 
also in succeeding years when busi- 
ness recession will inevitably fol- 
low, will be preferable to large sur- 
pluses or extra dividends. 

“The ‘buying’ end of big business 
looms large as the great distribut- 
ing organizations keep expanding. 
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The ‘buyer’ today (and tomorrow) 
is wiser, more discriminating, more 
independent and will only place or- 
ders where his concern can best be 
served. Therefore, New England 
has the opportunity, provided she 
gives more intelligent supervision 
to her output and insists on laying 
a deeper foundation, the cornerstone 
of which must be quality.” 


Association Increasing Member- 
ship 

Realizing the value of a closely 
welded organization as a means of 
rendering better service to mer- 
chants, officials of the Haverhill 
Shoe Manufacturers’ Association 
are planning for a substantial in- 
crease in membership. Mayer T. 
Ornsteen is chairman of the asso- 
ciation’s membership committee, as- 
sisted by J. A. Jonas, Pincus 
Brauner, Harold Rosengard, Louis 
Hartman, John Rines, E. M. Rick- 
ard, Ray McNamara, N. Coucouvitis, 
Louis Brenner, Harry Felstiner, 
J. M. Harian, E. G. Chesley. Sev- 
eral Haverhill firms which have not 
previously affiliated with the asso- 
ciation have applied for member- 
ship. Others are listed as good 
prospects. With a present member- 
ship of approximately 30 of the 
leading shoe manufacturing con- 
cerns, it is beyond a doubt that 
early in the present year a score or 
more names will be added to the 
roster of the Haverhill Manufac- 
turers’ Association. 


sere 
LYNN | 


Manufacturers who are busy with 
spring and Easter shoes, are expect- 
ing to handle belated rush orders 
in volume, and are figuring on what 
is coming next. It looks as if pres- 
ent styles will be followed by a de- 
velopment of new types of sandals, 
some smart sport shoes and an ar- 
ray of light and dainty novelties 
for the summer time. 


Novelty Materials Lead 


In the lexicon of style, leather is 
losing its identity. Buyers used to 
specify kid, calf or side leather. 
Now they call for blondes, parch- 
ments or grays, or for suédes or 
patents or reptiles. They name the 
color or the grain, but not the hide 
or skin. 

There is a growing practise of 
taking a familiar leather, like pa- 
tent or kid or calf, for a vamp and 
quarter, and a novelty leather, such 
as a reptile grain, for a trimming. 


(CONTINUED ON PAGE 101) 
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(CONTINUED FROM PAGE 85) 


brisk business during that period. 
The brisk seasonal demand has 
continued steady in the ladies’ de- 
partments of the Atlanta stores, 
with no changes of importance 
noted as yet in the different styles 
and preferred colors that have been 
among the leaders the past couple 
of months. Colored kids and pat- 
ent leathers still are in very good 
demand, leading colors being sau- 
terne, bois de rose and blonde. 


Lighter Colors for Spring 


Dealers here believe the spring 
outlook is for lighter colors, princi- 
pally the lighter shades of tan, 
bronze, and the like, and will do 
much of their spring buying of 
these colors. 


Men’s Business Good 


In the men’s department in the 
Atlanta stores business has also 
been very good through the recent 
fall season, the present ratio of low 
shoes running about 75 to 80 per 
cent compared with about 20 to 25 
per cent demand for high shoes. 
Tans and blacks are the preferred 
colors, with the former well in the 
lead. . 

In juvenile footwear the demand 
has also been very brisk through- 
out the season and also through the 
holidays, the average gain in the 
total sales here appearing to have 
run close to 25 per cent over the 
corresponding period of the preced- 
ing year. 


CINCINNATI 


Retail Trade Still Holding Up 


The fact that retail merchants 
and manufacturers were gathering 
in St. Louis and Chicago to discuss 
the future of the shoe business 
and set the style and pace for 
spring activities in the shoe busi- 
ness made no difference in the gen- 
eral prosperity which Cincinnati 
merchants have been enjoying since 
the week of Christmas. Last week 
merchants in this district were all 
enthusiastic over the amount of 
business which they were enjoying. 

High heels are rapidly coming to 
the fore and sales are mounting 
daily. Black patent leather still 
holds the lead so far as materials 
are concerned, but satins and kids 
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ACTION! STYLES! 
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to be Snappy” te 
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THE SHOE FOR MEN 
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SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 
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DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 
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Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC. 
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HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Ouilted Setin, Embossed 
Leather. Tinsel and Brocade 
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Seft-Sele Leather 
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Kimono 
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BEST-EVER SLIPPER CO., inc., BROOKLYN, N. Y 
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— in Stock. Send for latest oy list. 














EMIL RUBLACK 
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Price and Sale Tickets 
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are becoming big factors. One 
store reports that novelty shoes in 
pumps, straps and oxfords with 
high heels were going rapidly. 
These shoes were made in kid, 
mostly tan with trimmings in 
lighter shades of the same mate- 
rials. 


Men Buying More Black Shoes 


The campaign to get men to wear 
black shoes after six appears to 
be boosting sales in black shoes, 
for all merchants report that black 
is rising in the demands of men. 
The general standing of tan and 
black is about fifty-fifty. Oxfords 
still are the big style shoe among 
men. The type known as the “Col- 
legiate brogue” is outstanding. 

Zippers and Galoshes are being 
sold in big quantities, as are spats 
for men. 


Black Patent Still Strong 


“Novelty shoes are going rapid- 
ly,” said George Gasdorf, of the 
Potter Shoe Company. “We have 
a number of imported novelty shoes 
and quite a quantity of kid novelty 
oxfords, pumps and straps which 
are receiving much attention from 
the female public. Of course, black 
patent leather is first, with satins 
second and kids third. We have 
had some activity in suedes, but not 
enough to say it is really a style 
trend. 

“Our sales of sport oxfords are 
large. As for zippers and galoshes, 
it seems that every woman who 
comes into the store buys a pair. 


“Sales Trebled in Last Few Days” 


“Our sales have trebled in the 
last few days and we have been so 
rushed it has made us almost dizzy 
trying to keep up with the large vol- 
ume of business which is pouring 
into our department,” was the com- 
ment of W. H. Newbold, manager 
of the shoe department of the 
Smith-Kasson Company. “As to 
styles and colors, it is the same 
story; black patent leather, with 
quite a sprinkling of colored kids.” 

“Business has been unusually 
good,” L. Burbage, assistant man- 
ager of the Petot Shoe Store on 
Fifth Street. “In fact, business 
was so good that we found it un- 
necessary to have a post-holiday 
sale to clean out odds and ends. 
Our stock has moved so rapidly 
that we are now running on quite a 
close margin, at least until shoes 
we have ordered arrive. High 
heels for women are the thing and 
we find that 14/8 heels are the most 
popular. Men demand low heels 
and tan seems to be the outstand- 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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FANCY COLORS 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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ing color, although our black shoes 
are selling more briskly than here- 
tofore.” 


Pied Pipers Popular 


Because of the big popularity of 
Pied Piper shoes, the Smith-Kasson 
Company, of Cincinnati, which has 
been selling these shoes under its 
own name, has decided to sell them 
under the Pied Piper trademark. 
This change in policy is against the 
rules of this company and speaks 
well for these good shoes for chil- 
dren. 

“Pied Piper shoes were handled 
in our department for three or four 
years under our name, but the 
public discovered we were selling 
Pied Piper shoes and began to ask 
for them by this name, so we have 
decided to make a change in our 
policy,” declared Harrison M. Ken- 
dall, manager of the Children’s 
shoe department of the Smith-Kas- 
son Company. 

“We are installing a complete 
line of these shoes and will feature 
them in our window and interior 
displays and through newspaper 
advertising.” 


J. C. Michael Made Buyer 
of Milwaukee Store 


MILWAUKEE, WIs.—J. C. Michael, 
assistant shoe buyer at the Boston 
Store since the beginning of July, 
has been appointed buyer for the 
department to fill the vacancy caused 
by the resignation of Charles Lew. 
Mr. Michael has been buyer of 
women’s shoes, and assistant to Mr. 
Lew in other departments since he 
has been with this store. He came 
to Milwaukee from the firm of 
Emery, Bird & Thayer at Kansas 
City where he was in charge of 
women’s and children’s for about 
two years. Prior to that, he was 
connected with the shoe business in 
Cedar Rapids, Iowa. In his new 
position, Mr. Michael will act as 
head buyer and will merchandise the 
shoe departments, while part of the 
actual buying will be done under his 
supervision by his assistants who 
are, Roy Marsden in children’s 
shoes; V. M. Curtiss in women’s 
shoes; and W. H. Gilbert in men’s 
shoes. 


Company Changes Name 


Commencing Jan. 2, 1926, the 
Arthur Williams Shoe Co. of Hol- 
liston, Mass., is operated under the 
name of the Goodwill Shoe Co., be- 
cause the product is so extensively 
known under the trademark, “Good- 
will Shoes.” 
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J. R. BEATON CO., Inc. 


331 FOURTH AVE., NEW YORK 
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Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE CO. 


Mkt. St. Reidsville, N. C. 

















Baker Buys Wolfelt-Weil 


Factory 
George W. Baker of the George 
W. Baker Shoe Company, Classon 


Avenue, Brooklyn, last Tuesday 
bought the plant, machinery and 
equipment of Wolfelt-Weil, Inc., 
against whom an involuntary peti- 
tion in bankruptcy was filed on Nov. 
23. Mr. Baker purchased the assets 
of the concern for $51,000, accord- 
ing to reports, and will convert the 
factory to the use of his own com- 
pany. 

The plans of the Weils are still 
uncertain. Kurt Wolfelt has entered 
the shoe manufacturing business 
again under the name of Kurt Wol- 
felt, Inc., at 599 Broadway, New 
York. 


Becomes Vice-President of 
Robert H. Foerderer, Inc. 
At a meeting of the board of direc- 

tors of Robert H. Foerderer, Inc., 

held Dec. 31, 1925, Arthur C. Best 
was elected a vice-president of the 

company, effective Jan. 1, 1926. 

Mr. Best has been a member of 
the Foerderer organization for a 
number of years and ranks among 
the most widely known technical men 
in the upper-leather field. 
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THE BOOT AND SHOE RECORDER’S 
INFORMATION BUREAU 





What Do You Want 
To Know? 


For the purpose of closer co-operation with the various branches of our 
trade by supplying timely and useful information, the Boot and Shoe 
Recorder this week opens a new department. 











As a matter of fact the Boot and Shoe Recorder has for many years acted 
as a clearing house for trade information of every kind and description. 
As our resources in this line have increased the inquiries have multiplied. 


Now it is considered desirable to co-ordinate these inquiries and thus, 
further facilitate the service. 


To our subscribers and business friends in general we offer assistance in 
answering some of the many questions which bother the busy merchant, 
manufacturer or salesman. 

















The Boot and Shoe Recorder’s source: of information are many and varied. 
These are offered without expense to any reader who desires to use them. 
All we ask is that inquiries be made in good faith regarding subjects legi- 
timately connected with our trade. 





An inquiry may be one which can be answered by next mail or one calling 
for research. Whichever it may be, this department will endeavor to 
find the right answer and to pass it on to the questioner as speedily as 
possible. This service is, of course, gratis. 


What do you want to know? 
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THE TRAIL THAT LEADS”. “THE TRAIL THAT LEADS” 








“THE TRAIL THAT LEADS” 









—the working man has 
a new buying attitude 


He is tired of the indifference shown him by far too many retailers. He is THROUGH 
with the “rough stuff.” He rides in a car and spends his money where he pleases. 
He goes to another town if necessary to get what he wants. 

As he has discarded his rough riding vehicles for cushioned wheel automobiles so is 
he discarding stiff, uncomfortable work shoes for comfortable ones. 








TRAIL MOCS were thought out, they didn’t just 
happen. They are full Goodyear welts—bend like 
birch boughs. Made in Moccasin tip—cord vamp 
—cap toes—hard or soft boxes and priced to sell 
in volume. 


SGvVa1 LVHL TIVYL FHL. 


Send us your work shoe problems; we will help you. 


TRAIL MOC SHOE CO. 


SACO, MAINE 


BOSTON OFFICE: 139 Lincoln St. 
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rarexten | Vake Your Window Shine! 





J. sl Display Your New 
I~= Loge nowen | Shoes With Pretty 


BEADED 


baat ‘ Buckles—Using the 
‘= 3 Victory Holder. Itis the 
Window Trimmer’s Friend 


A way of attaching buckles to pumps has been made 
possible by a patented holder which is detachable from 
the buckle, also the pump, by a single twist. It is 
no longer necessary to 
keep buckle permanently 

















BUCKLE 
TO SHOE 



























‘pa wn attached, thereby allowing 
SNS FRRES GHEE use of pump plain when 

— RAISED POUNTS desired for street wear. 

4 ~ 424 - -1tiSERT ay + 1 It has no equal, as the 
3324 LOWER CUP FIRST BL buckle can be worn up- 

y Sep PEPE SES 6M Y right or flat on the pump. 
TTACHING HOLDER WOLOER Many retailers use them 
bediectetetnanel for window display as the 











fact that they do not mar 
the pump and can be changed so easily, and show off the effect of pump 
and buckle so beautifully, finds many window trimmers who cannot do 
without them. 





Infringers of this 





patent will be Every opera pump customer is a prospect for a pair of buckles; with this 
ted holder buckle can be attached indents , making many extra buckle sales. 
 chsiamamnastel Jobbers Write for Prices 









FLEMING & KEEVERS CO., Inc. Manufacturers at NORTHAMPTON, MASS. 
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Patent Boot 


With Scroll 
Or Fur Top 


(Same in Tan Kid or Calf) 


Samples on Request 


The L. B. Evans’ Son Company 


WAKEFIELD, MASS. 


When writing to advertisers please mention Boot anp Suor Recover 
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HE trend of business today is toward the 

chain store. Advantages of the well or- 
ganized chain store system are so apparent 
that many individual merchants over the 
country are either liquidating their businesses 
or suggesting to some chain organization that 
they be absorbed. Many men holding re- 
sponsible positions with the small or individ- 
ual operator, are fast coming to the conclu- 
sion that the opportunity for them lies in a 
connection with the up-to-date chain store. 
These are days of consolidation. Organized 
effort on a large scale is necessary to meet 
competition. 


Some chain store systems have grown dur- 
ing the past ten or fifteen years to a point 
where they are recognized as leaders in their 
particular fields. They will continue to grow 
to the degree that they are willing to divide 
the fruits of their success with the men of 
their staff and ranks who make worthy con- 
tributions of effort. 


There is one chain store organization that 
has been and is doing this very thing—the 


J.C. PENNEY CO. 


operators of nearly seven hundred stores in forty- 
four states; selling Dry Goods, Clothing and Shoes 
—outfitters of the family. 

The unique plan of this Company is such that 
no competitor has any advantage. Its buyin, ying power 
is indeed great. Its method of distribution is eco- 
nomically sound and successful. Its method of pro- 
viding opportunity for its Associates is so com- 
mendable that men from department stores and 
individual stores all over the country are attracted 
to seek a place with it. 

New stores are continually being opened, as men 
from its ranks prove their ability as capable mana- 
gers and executives. 


Your Opportunity 


This Organization is seeking some men now— 
men who are now — mrore or less responsible 
positions—men and ambition call 
them from where on are to a place where eeaee- 
tunity and encouragement for the future abound. 
To qualify, experience in all or some of the above 


lines is necessary. 
You may have gone as far in your pre 
= as you can go. You may have a rs 
onsibilities along the lines you are now moving. 
If» so, > oan you are between Et - of 25 and 35, 
investigate the opportunity off by this Organ- 
ization. A new starting point should mean a new 
and broader life for you. 
If you are interested, write full particulars to 
A NATION-WIDE 
(Pe mney 
enne! y VO. 
330 West 34th St. : +: New York City 


whichever of our offices is nearest you. 
1205 Olive Street : St. Louis, Mo. 
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GREELEY Boupoirs i 


M* boudoirs are the kind pro- 

gressive merchants want. The 
line represents the biggest values in 
boudoirs on the market. I am carry- 


stock and can fill your orders at 
Shipments in 36 pair cases. 
Leading jobbers are in 
ition to show you my 
udoirs. Sample from 

them, or from me, 
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APPROVED BY 
MEDICAL MEN 


asa pe support for the ankles of 
growing jldren and as a _ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
= Known surgeons recommend its 


—_ your ae of 
n0a8) ¢ ten’s shoes com- 
atnTita plete by sending your 
order today. 


Phone Brockton 21838 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 
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How Shoes Are Made 


This is the title of a very well 
worthwhile booklet of 16 
pages describing the proc- 
esses involved in the manu- 
facture of 


Welts 
McKays 


Turns 
Stitchdowns 


—_e— 


For sale at 25 cents 
(cash with order) 


—~@~— 
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COLORS THAT RIDE THE CREST FOR SPRING 


DO NY 96 Ny 96 NY 00 YY 8O NYG 


ne ed 


Near (ath (olors 


Color 625 
Color 725 
Color goo 
Color 98 


Parchment 
Sauterne 
Ascot Blonde 
Bois de Rose . 





New. (Ustle Kid 
Loveliest of Leathers 





HE merchant who has his new 

Spring shoes made of NEW 
CASTLES COLORS will thereby se- 
cure a marked selling advantage in 
absolute color correctness. 

In accurately producing colors of 
such delicate beauty, the NEW 
CASTLE established policy of sell- 


ing only “the choicest raw stock that 

grows’ operates with telling’effect. 
That the real. leaders in shoe styl- 

ing and selling recognize the decided 


“edge” which NEW CASTLE COL- 
ORS give their shoes, is plainly 
shown by their enthusiasm and or- 
ders. 





NEW CASTLE LEATHER COMPANY 
* NEW YORK, N. Y. 


Ys 
"JUDGE IT BY = IT S USERS” 
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A. H. BERRY SHOE CORPORATION 


Successors to 


A. H. BERRY SHOE COMPANY, 
149-161 MIDDLE ST., 


PorTLAND, MeE., 
January 16, 1926 


ANNOUNCEMENT 


A. H. BERRY SHOE COMPANY of Portland, Maine, 
and Boston, Mass., wishes to thank its many customers 
for their patronage and loyalty extending over a period of 
the past thirty-six years, and to announce that they have 
sold their business, good will and trade marks to a corpo- 
ration made up for the most part of the men who have 
helped to build up the business over this long period. 


The new Company, to be known as the 
A. H. BERRY SHOE CORPORATION 


solicits your further patronage and pledges itself to serve 
_ even better in the future than in the past if that be 
umanly possible. 


Our salesman will soon call on you with our samples 


for Spring, 1926. 


We think you will agree with us that the Evangeline, 
American Beauty, Crumbs of Comfort and Davis Process 
samples are the best we have ever shown. 


Most sincerely yours, 


A. H. BERRY SHOE CORPORATION. 
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The completed shoe has two kinds 
of leather in it; or may be three. 
So it is a question as to how to 
name the leather of the shoe. 


Ornaments in Demand 


A designer is making a specialty 
of appliqués for ornamenting pumps 
or novelty oxfords. This gives an 
idea of the general drift of styles. 
The trimming is the thing. 

D’Orsay effects lead in the strap- 
less pump styles, and one straps in 
the strap styles. Only a few two 
straps are being made. Some straps 
that cross, like the braces of sus- 
penders, are in the model rooms. 
So are floating ankle straps. Chain 
straps of braided strands of silver 
and gold, also are in the model 


rooms. 
Trend Toward Lower Heels 


New sandal types were reported 
last week as carrying heels 14/8 
high. It looks as if this statement 
may be amended. There is a ten- 
dency toward lower heels. A san- 
day is a typically low heel shoe, 
and some of the new sandals will 
run nearer to true form than the 
first mentioned types. 

Sports shoes also will carry low 
heels, and so will some of the nov- 
elty oxfords. Both these types pro- 
vide for a liberal use of reptile 
grains for trimmings. Yet some 
models are quite plain combinations 
of white and black or white and 
tan, or fawn and ostrich. 

Open shanks are on some exfords 
as well as on some sandals. But 
slashed vamps appear to have 
passed. Ventilating ports will be 
tried. They will be partly con- 
cealed by appliqués and will look 
more like touches of ornamentation 
than holes in shoes. 

Some buyers express a fear that 
if heels are lowered from present 
heights wearers will complain of 
pains when the Achille’s tendon be- 
gins to stretch. But feet ought to 
be flexible enough to adapt them- 
selves to varying types of shoes 
without causing trouble. 


Shoes for Service 


It is a Lynn idea that women’s 
spring and summer shoes should 
be made for walking and for danc- 
ing, as well as for style. The slo- 
gan, “Walk and Be Healthy,” should 
be applied to women’s styles. A 
multitude of the young women who 


wear Lynn shoes ramble or dance 
miles and miles in the summer. So 
shoes should be for service as well 
as for looks. 


New Price Lists Out 


It may interest some buyers to 
know that Lynn starts 1926 with 
new price lists for making shoes 
that have been made up especially 
for the production of novelty style 
shoes. 


Maxwell With Lowell-Thomas 


Thomas H. Maxwell, well known 
Lynn shoeman, is now associated 
with the Lowell-Thomas Shoe Corp. 
of Newburyport, Mass. Mr. Max- 
well’s long experience as a maker 
and seller of high grade shoes and 
his extensive acquaintance among 
the largest buyers are too well 
known to require comment. 

In the stab shank turns, which 
this company is producing, Mr. 
Maxwell sees great possibilities. 


MILWAUKEE 


Outlook Is Good 


Orders for spring merchandise 
were being received by Milwaukee 
shoe manufacturers during the 
week of the St. Louis style show 
and the national convention, and 
the volume indicates that spring 
business will be as good as, and 
probably better, than was antici- 
pated. Factories that displayed 
their new lines at the two gather- 
ings are apparently well pleased 
with the results. Salesmen for 
many plants started on the road 
with samples on Jan. 4, and the re- 
sults of their efforts should be felt 
within a short time. 

“We did more business than I 
anticipated at the St. Louis style 
show,” was the message received 
in Milwaukee from Walter Booth, 
of the Walter J. Booth Shoe Co., 
which manufactures men’s dress 
shoes to retail at $5 and $6. “We 
have received many favorable com- 
ments on our line.” 

The Booth company is showing 
some unusually attractive numbers 
in the spring line, including, par- 
ticularly, five numbers in calf 
which are unusual as to quality of 
material and workmanship for this 
price range. Light tan shades pre- 
dominate in the spring showing, al- 
though blacks are well represented. 
Toes are conservatively broad. 


Colored Kid Call Big 


The Rich Shoe Co., manufac- 
turers of women’s shoes, have also 
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received some nice orders, some of 
which resulted directly from the 
St. Louis and Chicago gatherings. 
So far it has been difficult to de- 
termine the trend of buying, ac- 
cording to Fred W. Callies, treas- 
urer and assistant secretary, but 
a big call for colored kids is as- 
sured. Gray kids have been out- 
standing in early buying, followed 
by blonde. Both straps and pumps 
are being shown in the Rich line, 
and both are expected to be good. 
Pumps have had the edge in the 
first few orders that have been re- 
ceived, but one strap effects prom- 
ise to move satisfactorily. High 
heels are being shown, but they are 
running about 50-50 with Cuban 
heels. 

H. F. Hudson, representative of 
the Simplex Shoe Manufacturing 
Co., in West Virginia, was among 
the first of those to arrive from 
distant points for a sales meeting, 
which was scheduled for the week 
following the Chicago convention. 





William J. Weir Dead 


William J. Weir, one of the oldest 
and best known last men in the 
country, died at his home in Brook- 
lyn of pneumonia on Jan. 4. He 
was extremely popular with the 
trade and active despite his 70 


years. Everyone knew him as 
“Billy.” 

At the time of his death he was 
manager of the Stewart & Potter 
branch of the United Last Company 
in Brooklyn. He had been in the 
last business practically all of his 
life and was a member of the firm 
of Stewart & Potter before it was 
absorbed some years ago by the 
United Last Company. 
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WE CAN HELP 
YOU 
REALIZE THIS WISH 


Start the New Year Right 


MAKE YOUR WINDOWS DO FULL DUTY IN YOUR 


EFFORTS TO MAKE 1926 


A PROSPEROUS NEW YEAR 


With 


THE NEW RECORDER SHOW CARD SERVICE 


SPECIAL INTRODUCTORY OFFER 8 Cards 


FEBRUARY CARDS MAILED JAN. 15th 
EASTER CARDS MAILED FEB. 15th Per Month 


With special feature cards for the important 

holiday events in these months and our monthly O 

merchandising letter service-sales helps, etc. dD V month 
: € 


($30.00 per year if paid in advance) 















copy 











Recorder Show Card Service 
Room 607, 189 West Madison 8t., 
cago, I. 


Please enter our order 

RECORDER -SHOW OARD SORVICH 

for one year from this date. We agree 

=o you $3.00 per month for this 
ice. 


ae carry Men's, Women’s and Chil- 
dren’s Shoes ra "Hosiery 


(Cross out lines not carried). 
We the (G B Mat 
prefer (Grey) (Bronze) 


pon ag Ee Td 


COUPON 


attached to this coupo' 


eee eee eee eee eee eee eee eee eee) 
SOCOM OREO EHH SHEE EEE EEE 


SOPHO H HEHEHE HEHEHE HEHEHE 





SEND THE COUPON 





WHAT THE SERVICE CONSISTS OF 


With your order: Four handsome display mat - with your store name 
hand lettered. Two large 8” x 14” two small 6” x 12”. You have a 
choice of two colors—silver grey and bronze brown. A generous assort- 
ment of blank price tickets to match the cards. Also special pen holder 
with pens and ink with instructions on lettering price tickets. 


Every month: Eight hand designed card inserts to 
slip into the mat board frames with a generous sup- 
ply of blank price tickets to match the cards with e 


complete instructions for getting the most benefit 
from the service, also selling helps, etc. per Month 


THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Ilinois 
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walks. in beauty,” 
“INEZ” 


MODEL 0063 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


THIS STUNNING PATENT LEATHER 
PUMP HAS A PINK KID LINING—THE 
No. 44 ORNAMENT ADDS TO ITS 
BEAUTY—MADE OVER OUR 200 LAST 
WITH 19/8 HEEL. 
NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


MADE IN MANY OTHER COMBINATIONS 
ON ALL LASTS. 


BRAUER BROS. SHOE @. “t'?x 


FASHIONERS OF WOMEN’S NOVELTY SHOES 













ALSO 


















What Do You Want To j/Know 
About Shoes and Leather? 


The chances are 100 to 1 that you’ll find it in the fifth revised edition of the 


SHOE AND LEATHER LEXICON 


JUST OFF THE PRESS 














All the unusual terms used in the allied industries, as well as those in everyday 
use—defined and explained. And a wealth of other valuable material such as 
correct anatomical drawings of the foot; tables of foot and last measurements; 
standard carton sizes; systems of size marking; hosiery sizes; how to figure profits; 
standard size lengths; etc., etc. 


An invaluable book for everyone connected with the shoe and leather industries. 









The Price Is Fifty Cents 
(Cash with Order) 


Boot and Shoe Recorder Publishing Co. 
. 207 South Street Boston, Mass. 
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u Last, Turn e, Dr. Dar- 
ling Arch. $4.75 saa - N to) 
No. 620—Same in Black Kid with Dr. a 

Darling Riveted Arch, Sole Leather Counter. 


BLACK KID 
BLACK SATIN 


SIZES AND WIDTHS 
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Ne. ae Satin 14/8 Wood, Cuban Heel, 
1401 Last, Turn —_ Darling Areh. 





$5.00 





Wm. F. Schoell will be at Hotel Traymore, 
Atlantic City, during the 
Retailers’ Convention, January 18, 19 and 20. 


Pennsylvania Shoe 














NEW YORK 
Mr. Lobatto, Barclay Bidg. 


OAKLAND, CAL. 
Mr. Kushins, care Roos Bros. 


CHICAGO 
Mr. Le Pine, 1618 Republic Bldg. 


PHILADELPHIA 
Mr. Sehoell, 119 S. 4th St 
LOS ANGELES, CAL. 
R. L. Wall, Lankershim Hotel 
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Boys’ Goodyear Welts and McKays 
—In Stock 


No. 112—Lt. Tan Elco Bal., Gdyr. bye. 2 a Leather, 
Brass Eyelets, eg Heels. $2. 
Youths’, $2.70; , $2.35. Terms: ay 10 days, 


2% 30 days. 


Other Goodyear Welts from +4 to , $3.25, bow. 
McKays from $2.00 to $2.25, Boys 
Stitched, Uskide Soles p ai $2.50 to $2.00, i... 


Makers of Boys’ Shoes Since 1906 


HARRISON SHOE COMPANY 








204 Albany a Boston, Mass. 


New Adrian X-Ray Shoe Fitter 


assures positive and perfect-shoe fit- 
ting on the hardest-to-fit feet. 


A-NECESSITY in every modern 
shoe store. 


ADRIAN CORPORATION 


610 Enterprise Bldg. 


Milwaukee Wisconsin 
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Chicago Style Show “Sized Up” 


Ah, here is one in red and gray. 
Black patent again, with a touch of 
brown—no, copper patent leather 
trim. 

“Good many military heels and 
up to 15/8’s on those sport models, 
but in the evening shoes, the higher 
heights seem to be shown. Say, 
have you seen the one upstairs, with 
the 30/8 heel? Can’t see heels over 
20/8’s myself. 

“Silver brocades are as good as 

ever. Say, newspaper work is fas- 
cinating, isn’t it? 
. “Here comes a kiddie. That little 
one puts me in mind of my little 
girl at home. They sure are 
dressing up the little folks’ feet. 
And they deserve it—the best is 
none too good for the kiddies. 
Black satin—be sure to get that— 
with silver kid pointed tongue, short 
light blue socks, to match her little 
light blue frock. That kiddie is 
about eight years old, I think. 

“Here’s another with black patent 
shoes and black enamel buckles.” 

After the intermission, during 
which Jerry Sullivan, professional 
entertainer, and an act from the 
Ziegfeld Follies were introduced, 











(CONTINUED FROM PAGE 55) 





the evening models again led the 
style promenade down the boards, 
with the first. number shown, an 
orchid satin, with silver trim, silver 
heel and dainty floral pattern on 
vamp and quarter. Orchid chiffon 
hosiery completed the footwear por- 
tion of the costume. 

“That shoe is a winner,” resumed 
the man from Dixie. “The next one 
is what I would call a blonde satin, 
one strap, with a high riding shank. 
Again, her hosiery matches. I am 
making mental notes of all of these 
points. My pencil point is broken. 

“Ah, a Theo tie again, with open 
shank, rose velvet and gold kid trim. 

“Here is a new one: black patent, 
six eylet oxford, scalloped top in 
ivory kid, ivory kid scallop at lace 
stay. There is a silver kid two- 
strap, the tinier the straps, the bet- 
ter I like ’em. That black satin, 
with the gold kid saddle and heel 
is good. 

“White shoes are ‘all to the merry’ 
with white suits, and I like that 
touch of red. The 13/8 heel is just 
about right on that model. That 
silver kid pump with red jeweled, 
20/8 heel and red jeweled buckle, is 








different. They can’t shove the 
styles in too fast for me. Here is 
coral satin with a large beaded 
tongue. Look at the bracelets, or 
anklets, two on each leg, right under 
the chiffon hose. Rather odd, isn’t 
it? They wear ’em on the outside, 
too. 

“Hello, there is a silver kid in 
a welt. Lots of browns, in light 
shades. I am writing that down. 
I like that box heel. There is a 
black satin with beaded vamp: I 
am marking that ‘good bet.’ Now, 
here is where you are making 
money, merchant. Look at that little 
tongue in the plain white kid pump. 

“That two-strap, tan calf in the 
sport model was good on ‘that little 
tot, and I am making a note of that 
silver satin pump, with rhinestone 
trim at the top, rhinestone buckles, 
and a soft shade of blue brocade 
intermingled. Silver chiffon hose 
with that shoe are just right. 

“A fine show, neighbor. And 
‘pulled off’ just right. See you at 
11 at the convention tomorrow. Off 
now for New England night.” 





E-J St. Louis House Meets 


The St. Louis distributing house 
of Endicott-Johnson Corporation, 
held its annual sales conference 
last week. The meeting concluded 
Wednesday evening, Dec. 30, with 
a banquet at the Missouri Athletic 
Association. 

A program of entertainment was 


‘planned on an elaborate scale un- 
der the direction of C. L. Hein, as- 
sistant to the general manager R. 


E. Lord. 
The outstanding feature of the 


‘program was a quartet composed of 


the E-J office men, who peppered 


‘the meeting with zest. 


Roger E. Lord, general manager 


-of the company, acted as toastmas- 


ter and acquitted himself well. J. 
L. Lovelace, senior member of the 
sales force, was presented with a 
gold watch by the company. 

Cy Wheeler of the Kansas City 


‘district led in sales in the Boys 


Million Pair Club for the past six 
months. A. C. Feige headed the 


‘Sales force in the St. Louis district 
‘for opening new accounts. Max. 








Herstein led the Dallas, Tex., dis- 
trict in sales. J. R. Burriston and 
W. C. Riggs carried off the honors 
for sales in the Denver, Col., terri- 
tory. In the same district was O. A. 
O’Neill, who led in new accounts. 
H. M. Irwin led in selling Push- 
Numbers. 

Frank Dalsen lead the St. Louis 
district in sales. F. D. Yeager was 
a winner in the Kansas City dis- 
trict in opening new accounts. G. 
M. Shelby led the Dallas, Tex., dis- 
trict in sales. 

Charles E. Williams, president of 
the Southwestern Shoe Retailers’ 
Association and president of the 
C. E. Williams Shoe Co., St. Louis, 
made the principal address of the 
evening. He pictured the great in- 
stitution of Endicott-Johnson and 
the possibilities it offered the sales 
force in distributing a line of shoes 
upon which enormous sales could 
be secured. The heritage of its 
founders was expounded, and he 
felt confident that during the com- 
ing year the sales force would make 
it possible, because of their efforts, 
to show an even greater increase 









































than what was piled up in 1925. 

R. E. Lord concluded the program 
with a message to his men urging 
them to give their best and recipro- 
cal efforts could be anticipated 
from headquarters, which would 
make 1926 a profitable year for the 
house and its employees. 

Talks were also made by S. F. L. 
Snyder, C. L. Hein, Lee Hunt, C. M. 
Bowman, J. J. Dean, J. Morrison, J. 
L. Lovelace, Jr., A. B. Fletcher, A. 
C. Brown, Ross Bachle, A. B. Cal- 
houn, I. L. Brueggeman, F. H. Jack- 
son and L. Seaber. 

The salesmen left for their ter- 
ritories immediately after the ban- 
quet with their new line. 


Broadcast Shoe Banquet 


Station KMOX, “The Voice of St. 
Louis,” broadcasted the sales ban- 
quet of Brown Shoe Company, St. 
Louis, Mo., Wednesday evening, 
Dec. 30. Brown Shoe Company is 
one of the unit holders of this sta- 
tion, and will go on the air regu- 
larly each week. Several telegrams 
were received at the banquet from 
listeners in various parts of the 
country. 
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Space ltime 7times 13 times 
1 in......$5.00 $4.00 $3.50 
Sin... .s 4880 8.00 7.00 
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4in......20.00 16.00 14.00 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 
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10.00 letter postage. 


advertisement and paid for accordingly. 
used allow 45 words to inch. Answers to ads must be sent under 


SITION OR LINE WANTED—Four cents per word for each 
insertion. Minimum amount accepted, seventy-five cents. For 
other ‘‘Want’’ advertisements, seven cents per word for each 


of this office, twelve words must be allowed in each advertisement 
for address. When advertisers desire replies forwarded direct to 
their address, each word of the address must be counted in the 


When display space is 




















SALESMEN WANTED 
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SALESMEN WANTED 














For the 


all times. 
feature our 
supports. 


“Dr. Martin’s 


bonus. 


OPPORTUNITY FOR RESIDENT SALESMEN 


st ten years we have been making a high grade line of women’s 
medium priced welts. We have recently increased our 
can now take care of new territory throughout the Mid 
We maintain a large in-stock department with about 25 numbers on hand at 
These include up-to-the-minute novelties as well as staples. We 
Stylish Stouts’? made with built-in steel arch 
To resident salesmen- with established trade among the retailers we can 
offer our line with a liberal sales commission, payable monthly, and a yearly 


Address B-886, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 





roduction so that we 
e Western States. 








STAMP" w 


WESTERN PENNSYLVANIA WEST VIRGINIA ARKANSAS 


enced salesmen to cover the above territory. 
RKS os SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


Write for particulars, giving references. 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


We make unlined UNION 











WANT SALESMEN 


Can you sell a line of Men's 
Calf Skin Shoes for $3.50 less Om die 
count that are ey FO 
fit and finish that other man 


tsoles. 
earried on floor. Sold _ on Ca 
commission basis. HUMMER SHO 
FROM HUMBOLDT. 


COBLE SHOE CO. 
Humboldt, Tennessee 








in quality, style, 
cturers 
$4.00 and $4.25 for? All 


a - 
=a men’ * oe sel, styles, 

Ae e Calf 8) an 
Grmour's 10 t ~y Btock 























Wear 
to 
men’s shoes with 


B-857, care 
St., Boston, 


ED—Wide awake successful salesmen 
resent Mass. Cap mere of popu- 
lar price ‘instock rtment. 
Write giving full ont and territory. Address 

SSoot and Shoe Recorder, 207 South 





Spring line is now ready. 
capable men who have established 
trade and work their territory 
close to represent them in the fol- 
lowing states: 
Alabama, 
Oklahoma. Very liberal contract. 
First letter give amount of ship- 
ments, present connection, territory 
covered in detail, etc. 


They Cannot Rip 


Want 


Georgia, Florida, 
Louisiana, Virginia, 


347 Rider Ave. 
New York City 














W 


ANTED—Salesmen with well established 
trade in Western Texas, New Mexico, Ari- 


E* 


PERIENCED high grade ladies’ shoe sales- 
man to carry as side line a high grade line 
of beaded and rhinestone shoe ornaments. Ap 





zona and Southern California to sell on 7 per ply to Philadelphia Shoe Novelty Co., 1210 N. 
cent commission, Misses’, Children’s and In- 7th » Philadelphia, Pa. 

fants’ Turn Shoes. Spring lines ready A Key 

15th. References necessary. Edward 

nedy, No. 9 Furnace Street, Rochester, N. 















SALESMEN WANTED 


with established trade to carry side line 
all or. part of growing girls’, misses’, 
Children’s, infants’ and boys’ shoes in 
stock in Chicago. Seven per cent straight 
commission. References required. The 
following territories open: Arkansas, 
California, Idaho, Iowa, Illinois, Indiana, 
Florida; Kansas, Louisiana, 
Detroit, Northern Michigan, Minnesota, 
exclusive of Minneapolis and St. Paul, 
Montana, Nebraska, exclusive of Omaha, 
New ae North and South Dakota, 
irginia North 
isconsin, Net Nebraska, Pittsburgh and _sur- 
ress B-8365, 

care aon” and Shoe Recorder 
189 W. Madison St., Chicago, Il. 















































mission basis. 
worth while, address Sales Manager. 
FINLIN NOVELTY SHOES 


Salesmen Wanted 


One of the big, nationally-known, 
general lines has openings for ex- 
ceptionally high grade shoe sales- 
men, in southeastern North Caro- 
lina, eastern Pennsylvania, north- 
ern New Jersey with southeastern 
New York. 

Give experience, age, lines handled 
references, and full information in 
first letter. 

Address N-516, c/o Boot & Shoe 
Recorder, 239 W. 39th St., New 
York City. 











BROOKLYN 
CONNECTICUT 
ISLAND 
NEW JERSEY 
NEW YORK CITY 


The above territories are now open for live 
progressive salesmen. 

Good shoe men are what we want. 

Road experience preferred but not essen- 
tial. This is a new line corrective shoes 
for women—to be distributed by one of the 
yy and most progressive companies in the 


and LONG 


All communications will be treated in the 
strictest confidence. Please give us all 
information in a first letter. Address 
B-890, care Boot and Shoe Recorder, 239 
W. 39th St., New York, N. Y. 














. . 
SALESMEN, ATTENTION! 
Our new line of flexible welts, perfected 
stitchdowns and turns are now ready for 
the season 1926. In stock. Drawing 
accounts when fully established. Com- 
mission 6%. Address B-S84, care 
Boot and Shoe Recorder, 207 


South St., Boston, Mass. 





ial 





A REAL LINE FOR REAL SALESMEN 


Progressive organization selling women’s novelty footwear to dealers for im- 
mediate delivery wants real live salesmen with established following on com- 


If you are thinking about the future and want a line really 


140 Lincoln Street, Boston, Mass. 


























WANTED: 





Resident salesmen who can sell a volume of men’s 
“ dress shoes to good credit accounts. 
lasts, leathers, patterns, good quality soles at $2.60 to $2.75. 6 numbers. In 
Stock. The following territories are 
R. L., Penn., Ohio, 
and "South Carolina. 
apply, FASHION SHOE CO., 


ill open:—New York State, Conn, 
Indiana, Illinois (Chicago excepted), Va. W. Va., and No rth 
Only men who ean qualify need 
73 Albany St., Boston, Mass. 


Commission 6%. 


All snappy 
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SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 








Side Line Salesmen | 


An qoqesmunty <i ge Nyy Ra 
We want all 
cored 
ful 


¥ thogra 
container sells it on sight. Liberal 
commissions. Write full qualifications, 
territory you cover, etc., in confidence to 
COMFITAPE LABORATORY 
Dept. B-2, Burlington, Vt. 








RARE OPPORTUNITY 


An opening in Pennsylvania for a live 
salesman. Our lines have been well 
established in this territory for many 
years. 

We want the man capable of selling a 
general line—whose experience not only 
assures holding our volume but—to in- 
crease it through our aggressive mer- 
chandising and selling policies. 

Only the man whose record shows 
that he has sold shoes successfully will 
be considered. Address B-SS9, care 
Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 











SIDE Line Salesman, attractive line J me 

slippers. Short line samples, 

sion, also good | md open. Wooleather 
Mfg. Co., Salem, Mass. 





ildren’ 
and Stitchdowns in tae BNET lisa. 
Line is old, firmly established and we pay 
high rate for commission. Desirable territory 
open. Give full particulars in first letter. 
Applications considered only from men with 
sreypenes trade. J. J. MacMaster, Rochester, 





SALESMAN. for Western Ohio, travel by 
auto, ert. McKays, Leggings. 
eee © hoe & Legging Co., Hagerstown, 


POSITION WANTED 


nye Pty tet looking f position 2 
January 1. H. W. * Scottdale, Pa. 














UYER now open for position. 10 

experience in Boston Market. Will go 
anywhere. Address B-885, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





DEPARTMENT store ares and manager, 
age 28, single. Thorow y acquainted 
with volume buying market and large turn- 
over. Now employed, a= larger con- 
ti to Clean record 





HGH grade salesman with established trade 
to carry our manufactured line of felt slip- 
pers, cushion hard sol t 

mission; Southwestern ond 
References required. Rubber salesman pre- 
ferred. Give all details first letter. Line now 
ready. Feeman-Thompson Shoe Company, 
Manufacturers of Slippers, Saint Paul, Minn. 








SALESMAN to ciivm ried, B nitye Bis 
high de, medium ine of sti 
pm. oy and sa jobbers and large 
retailers. Must Soy an p. # lished trade. Will 
allow drawing account ee commissions. 
State age, references and experi A 
B-877, care Boot and Shoe yon oy 207 South 
St., Boston, Mass. 





S\tneh and for western Pennsylvania (Pitts- 

vicinity) to sell oe and 

acturers novelty line of chil- 

misses’ turns and ear welts 

to the retail trade on commission. est num- 

bers carried in stock. First class references 

must accompany first letter. Rohrer & Co., 
Orwigsburg, Pa 





SALESMEN WANTED—Real producers in 
the following territories—Ohio, Georgia 
and Florida, yo Ween and Oklahoma, Missis- 
sippi, Kentucky and Tennessee, New York, 
New Hampshire, Vermont and Maine, North 
Carolina and Iowa. We are manufacturers 
of one of the .oldest work shoe lines, real 
quality shoes, big commission paid . to & 
right man—only live wires need apply. 
dress B-888, care Boot and Shee a 
189 W. Madison St., Chicago, Iil. 





SHOE Salesmen to handle as side line 

popular price felt and satin boudoir slip- 
pers on commission basis for Pennsylvania, 
Ohio, Michigan, Tilinois, California, and 
vicinity states. General Footwear Co., 476 
Broadway, New York City. 





ALESMEN WANTED—To carry as_ side 
line our well known Soft Soles and “Self- 
Starters.” “Self-Starters” have a field all 
their own completely filling the long con- 
ceded gap between soft soles and the heavier 
shoes. Ready sellers wherever infants’ shoes 
are sold. en <s — a geo 
territory e rr ter oe 0.» 
Rochester, oi Y. ‘<3 


en 
with A-l references. dives Sox B-887, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


LINE WANTED 











FOR SALE—Department store having an 
to-date, staple and complete stock 

clothing, dry geome oad. 

consisting mai: 

city, Business catablished 14 fn 
city. 1 years ago 
small store 15 by 25. Today am owner of 
premises with space of 80 by 65. Four com- 
municating stores in one. Long term lease can 
be had if desired. Reason for , owner 
wants to retire. Business references Dun’s 
under name of Max Somon, 1909-15 Nichols 
Ave., S. E., . D. C. Further particu- 
lars will be’ given upon request. 








A Profitable Shoe Store 


Bstablished 12 years—30 miles out of 
Ohio. > 10,000. 

coat 88.00 area . 000. Rent. Stock 
about 


ddress B care of 
Recorder, 207 South St., Boston, Mass. 











MANUFACTURERS 
ATTENTION 


A well established and reliable concern 
with store in the business section of 
a large city, selling a conservative line 
of men’s and women’s welts, desires 
a line of women’s welt or turn strap 
ties and pumps to retail from $6.00 to 
$8.50. Do not want a branded shoe. 
Stock proposition preferred. Address 
B-892, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








Children’s Line Wanted 


Experienced salesman who knows Pacific 
Coast trade thoroughly and has covered 
it successfully for past six years for one 
house, wants line of children’s shoes. 
References A-1. Address B-SS2, care 
Boot and Shee Recorder, 207 
South St., Boston, Mass. 

















FOR LEASE 








TO rena yl 


In one of ayn a 
department stores cateri 

priced trade basement = pA. Rabie 
shoes and space on first floor for regular 
mercha . No shoe stock to buy. 
Only reliable concerns will be considered. 
FALSOM’S, INC., 872 Elm 5&t., 
Manchester, N. H 

















WANTED TO PURCHASE 








FOR CASH 


We offer you cash for surplus shoes, slow 
sellers, and manufacturers’ cancellations. 
Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 
MARTIN POSNER & CO. 
326 Church St., New York, N. Y. 
Phone Walker 5446 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 











ANTED—A snappy low priced line of 

women’s novelty McKays for Greater 
New York, New Jersey, retail trade, in stock 
by hustler; well acquainted, has car, com- 
mission basis; finest references. Address 
B-883, care Boot and Shoe Recorder, 207 
South St., Boston, Mass 





MANUFACTURERS’ Agent acquainted with 
large St. Louis retailers can handle a 
representative line of men’s shoes in satis- 
factory way; would also consider children’s 
line. Address B-891. care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





SALESMEN WANTED —To carry as side 
line our quality soft soles and intermediate 
infants’ first walking ~;- “Self-Starters.” 
Fifty live numbers in stock. ~ 
cent commission, good territory 
spend your main line money fort traveling 
expenses? Write C. H. Hawkes & Son, Inc., 
Rochester, N. Y. 





FOR SALE 


FoR SALE—Only exclusive retail shoe store 
in town of 5,000. Established in 1892. 
wae stock in 1919. Death of propri- 


sale mmediate possession. 
po Fase Anderson, Canastota, N. Y. 





We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, or 








HIGHEST 
for entire shoe stocks. We also buy 
your surplus or slow sellers. ti 
Retail or whol 


Wire or 
confiden 
MAX GLAUBERG 
436 Grand Street, New York City 


Ww purchase clothing, hats, fur- 
cde deed nee: Dry Dock 0362 
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BUSINESS OPPORTUNITY 





BUSINESS OPPORTUNITY 





MISCELLANEOUS 

















Space to Let 
for Men’s and Boys’ Shoes 


Great Opportunity for Live Wire 


Chain of seven popular-priced Men’s and Boys’ Clothing 
and Furnishing Stores, established 30 years, in A-1 loca- 
tions, has space available in all branches, offering an already 
established trade to draw from. Departments can be 
stocked at small investment and run with low overhead. 
Liberal arrangements and plenty of room for reserve stocks. 


Emil Fried, 118 Duane St., New York 























FOR RENT 


FOR RENT 





lerriieicur sar tareir envi 


There’s No Better Location to 


houses. 
For details address 


ANTED store room suitable for shoe store. 
Must be good location. Would consider 


buying shoe store if proposition is satisfactory. 


Cities of not less than fifteen thousand popula- 


tion. Preferable in State of Pennsylvania. 
Address B-878, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks 
of shoes or other merchandise. Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CG., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 























THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 
SLOW SELLERS 
WILL { SURPLUS } FOR 





You can now secure a New York City sales office and display room 
in the best location in the largest shoe buying center in the world. 
Suitable for a substantial line alone or for two non-competitive 


i 
Sell Shoes in N. Y.! | 
i 


B-856, c/o Boot and Shoe Recorder 


| 127 Duane St., New York City, N. Y. | 
nN Sh) 0 ho 0 E10 
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Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 





ESTABLISHED 1880 4% 





“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW NIPPER 
Just the Tool for That Tack 

The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade . ~y Ree. Uv. 6B. 





nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 





Chicage Branch 
161 W. Lake St. 








A SHOE STORE NECESSITY 
“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 

English 
Measures 
Three Styles 1-2-3 
RETAIL SHOE 
STORES USE 
No. 3 








Specify “VARNUM” 


To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. “ua 
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MISCELLANEOUS 




















FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters _ 
Send for Catalog and Prices 








the 





PRETTY 
37 East 28th 


Get the Good Will of Your Neighborhood 
Through the Children 


i Our catalogue of novelties for children is now 
) ready. We also have some very fine novelties for 
» Office, etc. Send for free catalogue. 


“Gain a Lap on Your Competitor.” 


SOUVENIR ADVERTISING COMPANY 
Street New York City, N. Y. 








Milbradt Rolling 
Step Ladders 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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ATTRACTIVE 
SHOE CARTONS 


exciusive * 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


wi 
ae we eg 


» LEXINGTON AVE 
BROOKLYN AW.» 





—e 


a 


"TY p, 


Powder Puff 
Beaded Rosette 


$7.50 Doz. Pairs 
Plain—$4.50 Doz. Pairs 
Sold by Leading Shoe Stores, Supply 
Houses, also by 
Superior Shoe Ornament Works 
588 Howard Ave., Brooklyn, N. Y. 


PP 


NEW and USED. CHAIRS 


Prices from $2.00 each up 
Always on Hand 
Crown Motion Picture Supplies 


138 W. 46th Street 
New York City 














Where To Buy 








Wanted Styles 








An Extra Editorial 
Service to “Recorder” 
readers, free for the 
asking, with authentic 
information on cur- 
rent problems. 


Money 
Maker 
for the Dealer 


Improved Featherweight 
ICE-CREEPER 

seller when icy weather comes. Retaile 

cents. Made in 8% sizes. No. 1—for 


. Ne. 2—for ladies’ 
No. 3—for men’s shoes 


mame of nearest jobber. 

CHURCHILL MFG. CO, 

278 Thorndike Street, 
ovell, Mass. 


L“abels 


We desiaqn and print most 
=) those used Let the Shoe Trad: 


Complete sel of samples on request 
ah yh 
+ VP, 


LANT: BROCKTOR 























Information for Shoe Merchants 


‘“‘Where to Buy’’ constitutes a source of 
knowledge so that he who runs through 
these pages may read—and learn. 
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YOU DONT FIX A WATCH 
WITH A MONKEY-WRENCH 


and a hammer nor make high grade shoes with unsuitable 
materials. You simply specify STERLING PATENT COLT and 
STERLING PATENT KID leathers and are sure of desired 


results. 


Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY -~-- BOSTON, MASS. 





Ke 
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When writing to advertisers please mention Boot anp Snog Reconprr 
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OR town wear, smart makes of Goodyear Welt 
oxfords tend toward the accentuated narrow toe, 
simpler trim, and matching visible eyelets_~ 


Style lines of the upper and promote easy lacing. They retain their 


“Diamond Brand Visible Fast Color Eyelets preserve the smooth 
original finish indefinitely and aGually outwear the shoe. 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufaturers of 


DIAMOND BRAND Vuible FAST COLOR EYELETS 


Look for the “Diamond 





Oo 
Trade Mark 








When writing to advertisers please mention Boot ann SuHoze Recorder 





Vol. 88. 
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